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We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 
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Job’s Turkey And The Church Mouse 


) \HE ONLY authentic records we have respecting Job’s Turkey 
and the Church Mouse are the proverbs: 


“Poor as Job’s Turkey’’, and 


“Poor as a Church Mouse.” 


It may therefore be safely assumed that Job had a turkey, and 
that a mouse dwelt in a church, and that both turkey and mouse were 
very much attenuated. 


Job was righteous; he was rich; he had a large family; he sat as 
chief and dwelt as king among his fellows. But when troubles came, 
they came “not single spies, but in battalions.” In a day all outward 
possessions were lost. The Sabeans, the Chaldeans, “the fire of God’’, 
and the “great wind from the wilderness” made a clean sweep, and the 
bearers of bad news trod upon each other’s heels to tell it. Job still 
had his health, but not for long, for soon he lost that also. It is not 
profanity to say, “Hell was let loose upon him,” for that is what the 
record says, only in more polite language. And then came the run-in 
with his four self-righteous friend:—men who professed to know the 


will of God and who said in heart,—“Tt’s all your fault, Job. Come 


now, own up, what evil have you done?” 

Whei there were 7,000 sheep, 3,000 camels, 500 yoke of oxen and 
500 she-asses upon Job’s estate, the turkeys fared well, but when 
these were all gone, and with them all Job’s servants except the four 
who escaped to tell the bad news it must have been poor pickin’. 
Poor Turk! He had to scratch for a living—and he got thinner and 
thinner until it came to be a proverb—“Poor as Job’s Turkey.” Why 


make a mystery of a plain case? Job’s Turkey was poor because he 


didn’t get enough to eat! 


It was the same with the Church Mouse. He was eminently re- 
spectable and liked to live in quiet surroundings. The church 
sociables and the meetings of the various societies when “light re- 
freshments” were served always left a few fragments which, with 
judicious hoarding and self-denial, kept the mouse alive. But he was 
so poor that any self-respecting cat would have disdained to eat him— 
poor because he didn’t get enough to ea'! 


Job’s Turkey and the Church Mouse were poor because they didn’t get 
enough to eat; some people don’t get enough to eat because they are poor! 


A man who is as rich as Job was can now arrange his affairs in such 
a way that the Sabeans, the Chaldeans, “‘the fire of God,” and the 
“‘great wind from the wilderness” cannot make him poor; and when 
he loses his health permanently, he will have better comforters than 
Job had. 


The man who has only his hands to work with can so protect him- 
self and his family that permanent loss of health will not mean total 
loss of income, nor loss of ‘life mean that his wife will be 


“poor as a 


church mouse.” 
But he must get this protection before his enemies are in sight. 


Many 
warned you of the approach of those enemies. 


agents of the New York Life Insurance Company have 
Send for one to-day 


and learn how to defeat them. 


NEW YORK LIFE INSURANCE COMPANY, 346 Broadway, New York 


DARWIN P. KINGSLEY, President 
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Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button 
and men spring to do their bidding. In factory or office, in industry or finance men scorn the 
need of protection. The lesson of life insurance must be driven home to them. Never is it sought 
over the counter, but always it must be sold. And because it takes big strong men to meet other 
big strong men, life insurance presents big opportunities. 






|] 









No so many years ago the life insurance business was considered a place for the derelicts of 
other businesses: men fit for nothing else could eke out a living peddling policies to their friends. 
But to-day the business of life insurance looks for successful men of affairs. The life insurance 
agent of this day and age must be a man of vision. He must bea fighter. He needs brains. He 
must have resource, wisdom and wit. He must be tactful and well-mannered. And surely he must 
be a well-dressed and polished man of the world. In fact he must have every qualification neces- 
sary to a big business executive. To such men the business of selling life insurance does indeed 
offer wonderful opportunities. For such men there is no business offering greater independence ~ 
and larger income than life insurance. 
















To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts- | 
burgh, Pa., only adds to the possibilities which already stretch before them. Perfect Protection © 
to them means easier sales and better satisfied clients. It means a larger field of prospects, it © 
means less objections to be overcome. All this because the Perfect Protection Policy has been ~ 
developed with the greatest care to give its holders protection at every possible point. Perfect 4 
Protection policies give to their owners the peace of mind that comes from the absolute know- 
ledge that every contingency is provided for. 


These advantages are for every man to seek. A word to the company will bring you com- 
plete information. If the business of life insurance offers great opportunities, and it does, add to 
those opportunities a connection with the Reliance Life. 


The RELIANCE LIFE INSURANCE COMPANY | 


of PITTSBURGH, PENNA. 














Tue Spectator is published every Thursday by The Spectator Company, at 185 William Street, New York, N. Y. Entered as second-class matter June 11 
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ONE SALARIED MAN’S EXPERIENCE WITH LIFE 
INSURANCE 


‘How a Prudent Program of Thrift Created an Immediate and Increasing 
Estate 


By Wititam T. Nasu 


HEN a salaried man dies his salary ceases 
but the family expenses go right on; and if 
Ad he lives the time will come when his earn- 
(se ing power will cease and his salary wil g0 
4 ila ES} to a younger man. His greatest problem, 
4 Kae therefore, is that of providing at least the 
WZ WD necessary things of life for both his wife 
E> and children and himself, whether his years 
be few or many. Is this a difficult thing to do? Not so diffi- 
Pcult as some might believe. On the contrary, the solution of 
F this problem should be comparatively simple for the average 
) salaried man if he will be really in earnest and begin early. 
F One cannot accomplish much in this world without a goal to 
Pwork to aid a fixed program to follow, and it is the failure of 
© 80 many to have either a definite objective or a program, or be 
P willing to pay even a moderate price for success, that is the 
Pause of most failures and disappointments. Our purpose, 
erefore, is to suggest a general plan and outline a program 
Pwhich many other salaried men have adopted and followed, 
pto their great profit and satisfaction. 
There are many good plans for saving, yet there is but one 
plan which anticipates and discounts the contingency of death 
Pand pays to a man’s dependents the full principal sum, even 
Pthough the man himself may have lived to earn and save only 
Pa fraction of this sum. Life insurance alone offers this plan. 
PAlthough death may come while still in the prime of life, be- 
P fore his plans could have been carried out and when his chil- 
‘dren are yet at a dependent age, the insured, nevertheless, will 
ave done for them perhaps all that he had planned and hoped 


—— 
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to do if he had lived. Under no other plan of saving nor in 
any other way is it possible for one instantly to create an 
estate by one small deposit amounting to only a small frac- 
tion of the value of such estate. And yet that is not all. Should 
the insured’s life be spared he finally will reach the time when 
a younger man will take his place and he must step aside. 
When this time comes his children, whom he had safeguarded 
during their tender years and educated and done all for them 
that a father could do, will have grown up and be caring for 
themselves, and father and mother will be left alone. What 
will be their greatest need at such a time? What would they 
then appreciate more than anything else in the world? Ask 
any man or woman who has reached this period in life and 
each will quickly answer, “Comfort and independence.” 
Their wants will be few, but, oh, what a tragedy it is when they 
are without that dignified independence and the simple com- 
forts of life which are so sweet to them but of which so many 
good fathers and mothers are deprived! What would a goodly 
amount, or even a moderate amount, of life insurance mean to 
them at this time? It would come as a Godsend to support 
and cheer and give them comfort in the latter years of their 
lives. While they were saving together for the assurance it 
would give to their children, they were at the same time saving 
for themselves, for each other, for the years when it would 
mean so much to them. And this is what life insurance will 
mean to any salaried man if he will embrace it in time. 

No better example of this could be given than to relate the 
experience of a certain office man in one of the large cities of 
the East. 

At age twenty-five this young man, whom we will call Mr. She 
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secured a position in a large office where upwards of two 
thousand men and women were employed. Although he was 
unmarried at the time, he had taken out a $5000 twenty-pay- 
ment life policy in favor of his mother, who was a widow. 
When he was twenty-nine his mother died, and a year later he 
married and had his policy made payable to his wife, at the 
same time taking out another policy of $5000 in her favor, but 
on the ordinary life plan. Shortly thereafter, with some other 
money he had saved, he purchased a building lot, on which a 
building and loan association built for him a cottage which he 
was to pay for at the rate of $50 per month. He had been 
promoted from time to time, and at the age of 34, when he 
was made head of a department at a salary of $5000 a year, 
and there were then three in the family, he took out a $10,000, 
fifteen-year endowment policy. The premiums on the three 
policies he then held amounted to a little less than $900 a year, 
which, with the $50 a month to the building and loan associa- 
ttion, together with taxes and upkeep, brought the outlay for 
these purposes up to about $1600, leaving $3400 a year for 
living and other expenses. Five years later, at age 39, when 
he was receiving a salary of $6000 a year, he added another 
$10,000, fifteen-year endowment, and at age 45, when he was 
drawing $7000 a year, added still another of the same amount, 
and on the same plan. The total amount of his insurance at 
this time, therefore, was $40,000, and the net yearly premiums 
thereon were in the neighborhood of $2100. 


RECEIVES $10,000 FROM His First ENDOWMENT 


The writer happened to be in this man’s office when he re- 
ceived the check for $10,000 in settlement of his first endow- 
ment taken fifteen years before, and which had just matured. 
He was then 49 and, although he had been looking forward to 
the time when he would begin to realize on his savings, one can 
imagine with what satisfaction this first check for $10,000 was 
received. Being in good health, he immediately applied for 
still another $10,000, fifteen-year endowment to replace the one 
which had just matured. The home was then paid for, the 
twenty-payment life policy for $5000 was fully paid up, and 
the $5000 ordinary life, taken when he was a young man, was 
costing but little. Besides, he had this $10,000 in cash to in- 
vest, a good position and he owed no man a dollar. But that 
was not all. At age 54 he will receive $10,000 from his second 
endowment ; at age 60, $10,000 from his third endowment, and 
at age 64, $10,000 from his fourth and last endowment. Should 
he die in the meantime his wife and boy will have the $40,000 
from his insurance, the $10,000 he already had drawn, a good 
home and whatever other property he might leave. : 


“Use to Catt Me A CHUMP” 

“As I look back over the past fifteen years,” said S., “many 
other things come to my mind. I remember how the boys 
here in the building use to call me a ‘chump.’ They said they 
‘could beat’ life insurance, but I can only say that I yet have 
to find the first one who has done it. A number of those who 


came to work for the company about the time I did have since 
died, leaving their families in want, while others who have 
grown gray at their desks have saved nothing for themselves. 
I seemed to realize from the first that if I was to make a 
success I would have no time for speculation or for anything 
else that would be attended by worry or uncertainty. Being 


. nothing more to us than a plan to save. 


rrr 


a salaried man, I had sold myself to the company that em, 
ployed me, an@if I expected to get ahead, the big thing wih 
me was to earn my salary and as much more as possible. Ih 
other words, my position was my business, and my only bug. 
ness, and I was willing to trust to it. While I have been put. 
ting about thirty per cent of my salary into life insurance the 
payments, which are distributed over the year, never have ie 
burdensome. Shortly after I married I opened a separate 
bank savings account for our life insurance and building 
and loan payments, and as these would come due the hee 
always was in the bank to meet them. The rest of our income 
we felt free to spend as we pleased, knowing that we were pre- 
pared for whatever might happen. We knew just how muc) 
we were saving, when our savings would be returned to ys 
and exactly how much the family would have should anything 
happen to me.” 
Hasit Prays Bic Parr 


“I am convinced,” he continued, “that habit plays a big part 
in one’s life. If our object had been only to save for the 
mere sake of saving, I doubt if we would have formed the 
habit. But, as this was my only means of protecting my 
family and at the same time be laying up for a rainy day, 
there was a double incentive to save, and it was this that had 
forced us into the habit of systematic saving. We soon learned 
to look upon our life-insurance payments as a fixed charge, 
the same as our building and loan payments and the grocery 
bill. But this never would have been had life insurance meant 
It was the insurance 
and the savings feature together that forced us into the habit 
of saving and made it easy; and I will say that by far the 
greater incentive of the two was the assurance that it gave to 
my wife and boy. That forced us to save.” 

It was noticed that Mr. S. selected the fifteen-year endov- 
ment, and no doubt for reasons of his own. Some, however, 
might prefer the twenty-, twenty-five- or thirty-year endov: 
ment or endowment maturing at age 60, 65 or 70, and in some 
instances even the ten-year endowment might be preferable. 0: 
in still other cases, some form of policy other than the endov- 
ment, might better serve the purpose. This would depend 
altogether on circumstances. 

How much life insurance should a salaried man carry # 
a question, indeed, that each individual must answer for hit 
self, and the example set by Mr. S. will be a good one for aty 
other salaried man to follow, in so far, at least, as his salaty 
and circumstances will permit. This man mapped out his ptt 
gram and made everything else subservient to it. He begat 
early. He looked ahead. He formed the habit of systemati 
saving and thus saving became easy. He built up his insur 
ance estate by degrees. He was methodical and patient. He 
knew he could not “eat his cake and have it, too.” He 
accumulated an estate of $50,000, and with almost no incot 
venience or self-denial. At no time did he overburden hit 
self. Instead of his family having to skimp and deny thet 
selves, their income always was ample for every reasonable 
comfort and luxury, and at the same time they were making the 
future safe. 

But suppose that S. had started wrong. Instead of workits 
out his insurance program and beginning early in life as he dit 

(Continued on page. 17) 
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NEW YORK lawyer who is be- 

lieved to represent trade associa- 
tions makes the suggestion that all foreign 
insurers writing American risks, without 
being licensed in the United States, should 
be required to include clauses in their 
picies providing that service of process 
could be made upon someone in this 
country, and also making provision for 
the arbitration of disputed loss claims. 
He further suggests that the arbitration 
clause should apply to policies written by 
domestic companies. It is an open ques- 
tion whether an unlicensed foreign in- 
surer could appoint an attorney for re- 
ceiving process in this country, without 
the latter becoming liable to penalties for 
tepresenting an unlicensed insurer. As 
to the arbitration clause, it has been cus- 
tomary in fire insurance policies in this 
country for a great many years. Re- 
fering to the non-compliance of unli- 
censed foreign insurers with the laws in 
this country requiring the filing of re- 
ports, the payment of taxes, etc., he states 
that technically the foreign insurance 
wnderwriters do no business in this coun- 
iy, the broker here being the agent for 
the insured and not for the insurance 
company ; and that even if it were possible 
0 Wipe out all such brokers or agents, the 
problem would continue unsolved, as 
those requiring insurance would deal 
directly with foreign companies. Never- 
theless, it is possible to, in some degree, 
qualize matters by the State requiring 
the insured to pay taxes upon premiums 
“ent to outside unlicensed insurers; and 
some States have such laws on their 


statute books. In view of the large 
amount of premiums sent abroad, this 
question is an, important one, but it has 
proved a most difficult one to settle satis- 
factorily to all concerned. 





F the public were to give a little more 

heed to the advice of our friend Dinny 
the Cop, no doubt there would be a real 
decrease in the toll of lives that are 
crushed to death every day on the streets 
of our large cities. “Don’t Get Hurt 
Week,” which was observed, following 
“Fire Prevention Week,” served to bring 
to the attention of the average work-a- 
day citizen that automobiles are respon- 
sible for the largest number of deaths. 
3ut before “Don’t Get Hurt Week” was 
ever dreamed of, Dinny the Oracle, se- 
lected by the Ocean Accident and Guar- 
antee Corporation of the United States, 
has been handing out nuggets of wisdom 
to the automobile owning public. In the 
latest warning, this model John Law sets 
out to give some advice to the new driver. 
The man learning to drive is a serious 
menace to life and to limb, he says, and 
too often is the cause of the terrible ac- 
cidents which are featured in the daily 
newspapers. If you are a beginner, says 
Dinny, “just keep off the main streets and 
learn where there is little traffic.” The 
advice of Dinny is worth while reading 
and a useful reminder to the automobilist 
who may be too sure of himself, and care- 
less in consequence. 





ONSIDERING the unlimited pos- 

sibilities in the direction of the choice 
of new and original names when insur- 
ance companies are being organized, it 
seems strange that titles are frequently 
adopted that are so similar to those of 
existing companies as to lead to confu- 
sion. In some States the laws prescribe 
that a new conipany shall not adopt a 
name that closely resembles that of a 
company already in operation; and even 
in States where no such law is on the 
statute books, the State officials could 
frequently exert influence to prevent 
such a duplication. Superintendent of 
Insurance Charles Heath, of Manitoba, 
states that he insists, when a new com- 
pany is organizing in that Province, that 
its incorporators shall adopt a name en- 
tirely different from that of any insurance 
company doing business in the United 
This is an excellent 


States or Canada. 


plan, and it might well be followed by 
other State and Provincial insurance 
officials. 





CASUALTY EXECUTIVES MEET 


Endeavor to Find Remedy for Increasing 
Acquisition Costs 

Nearly all the important executives of the 
casualty and surety companies of the United 
States gathered in meeting at the offices of the 
National Bureau of Casualty and Surety Under- 
writers Tuesday afternoon and discussed pretty 
frankly the question of acquisition costs and 
ethical practices in their business. 

As a result of the meeting a committee to 
formulate plans was formed, which went into 
immediate session. Conferences will be held 
with agents and brokers, and the committee will 
report back on Wednesday afternoon, as this 
paper goes to press. Very important develop- 
ments are expected. 


President Dougherty Appoints First 
Committee 

President Lee J. Dougherty of the American 
Life Convention has announced the appointment 
of the following committee to look into the 
total disability clause of the life insurance con- 
tract. Dr. H. W. Cook, vice-president, North- 
western National Life Insurance Company, 
Minneapolis, Minn., chairman; George Graham, 
vice-president, Central States Life Insurance 
Company, St. Louis, Mo.; Lawrence M. 
Cathles, vice-president, Southland Life Insur- 
ance Company, Dallas, Tex.; W. S. Ayres, 
general counsel, Bankers Life Company, Des 
Moines, Ia.; Dr. H. A. Baker, medical director, 
Kansas City Life Insurance Company, Kan- 
sas City, Mo.; Herbert M. Woollen, president, 
American Central Life Insurance Company, In- 
dianapolis, Ind.; I. Smith Homans, secretary, 
Commonwealth Life Insurance Company, 
Louisville, Ky. 


Liberty Life Absorbs Home Life and 
Accident 

The Liberty Life Insurance Company of 
Greenville, S. C., has taken over the business 
of the Home Life and Accident Insurance Com- 
pany of Charleston, S. C. It was incorrectly 
reported in the issue of THe Specrator of 
October 20 that the Home Fund Insurance 
Company had been merged with the Liberty 
Life, whereas such was not the case. With the 
business of the Home Life of Charleston, the 
Liberty Life will have a yearly premium in- 
come of $400,000 and total insurance in force 
of nearly $5,000,000. 

The Liberty Life Insurance Company was 
organized in Greenville several years ago and 
has had a satisfactory growth. Its present 
officers are: W. Frank Hipp, president, and 
H. L. Vogel, secretary. Its capital stock is 
$100,000. 

E. B. Anderson, superintendent of the burg- 
lary department of the Royal Indemnity Com- 
pany of New York, has resigned as of Octo- 
ber 31. 
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If you had just one letter from a policyholder thanking you 
for having done something that resulted in prolonging his life you | 
would feel prouder of that than you would of any financial | 
showing that your company could make. | 


Our service will result in your receiving such letters. | 


The Metropolitan Life has had many years of experience with our service and 
during one of them, Mr. Haley Fiske, the President, sent a letter to all his superintendents 
and managers urging them to try and get their policyholders to take our service. It re- 
sulted in doubling our insurance business. 


The Guardian Life after several years’ experience are urging more of their policy- | 
holders to take our service. 


These companies like all other concerns, are watching their expenditures very 
critically at the present time. Yet in spite of this they think it good business to spend 
even more money in prolonging the lives of their policyholders. 


There must be a reason. 

















It is better—also more 
profitable, to keep a 
policyholder alive than 
to pay a fraction of his 
living worth to his family 
after he dies. 


—It HAS been done 
and it IS being done. 


This is a new—and an 
open field, offering vast 
opportunities for im- 
proving the salutary 
features of life insur- 
ance, as well as increas- 
ing the sphere of its 
influence. 


YOUR INTEREST AND CO- 
OPERATION WOULD BE 
WELCOMED. 








Ask these officers which gives them the greatest amount of 
satisfaction—their financial statements, or the knowledge of the good 
they are doing along these lines. 


Why not join us in extending this life saving service to your 
own policyholders. 


Can you think of anything that would appeal any more to 


Keay A. Keg 


President. 


your policyholders > 





The following Life Insurance Companies are now furnishing 
this service to their Policyholders through the Institute: 


Metropolitan Life Insurance Co. Inter-Southern Life Insurance Co. 
Guardian Life Insurance Co. Midland Mutual Life Insurance Co. 
Fort Worth Life Insurance Cc. Southeastern Life Insurance Co. 
Union Central Life Insurance Co. Oregon Life Insurance Co. 


United Life and Accident Insurance Co. 


LIFE EXTENSION INSTITUTE, Inc. 


25 West Forty-Fifth Street, New York City 
Telephone Bryant 3073 
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October 26, 1922 


ACTUARIES IN SESSION 





Hold Big Meeting at Hartford—z200 in 
Attendance 





tow MORTALITY RATE REPORTED 





American Experience Table Discussed by 
Henry Moir 

HartrorD, CoNN., Oct. 21.—The fall meeting 
{the Actuarial Society of America at Hart- 
‘ord Thursday and Friday drew an attendance 
of more than 200 visitors to that city, as a large 
percentage of the 140+ actuaries who were 
sresent were accompanied by their 
Aside from the insurance features, there were 


wives. 


various social events. 

President Robert Henderson of New York, 
who is second vice-president and chief ac- 
tuarv with the Equitable Life of New York, 
swell as head of the actuaries’ organization, 
yas one of the principal speakers. Incidentally, 
Mr. Henderson says the 1922 figures of leading 
companies indicate a mortality rate comparing 
with the very favorable loss ratio of 1921, 
when a number of companies reported low 
records. The fact that the influenza epidemics 
resulted in the premature death of many poor 
risks, Mr. Henderson believes, is one of the 
principal explanations. 

Henry Moir, former president of the society 
ind vice-president of the Home Life, spoke of 
the favorable 1922 rate, and he indicated that 
he does not believe the American Experience 
Table to be adequate at this time. 

The delegates assembled on Wednesday even- 
img at the Bond hotel at Hartford and the 
Thursday morning and afternoon sessions were 
held at the Travelers’ assembly hall in the main 
building. A banquet, entertainment and dance 
featured Thursday evening. The Friday morn- 
ing gathering, the proceedings at which were 
faconfidential nature, was held in the Phoenix 
Mutual assembly hall. Luncheon was served 
at the Hartford Golf Club, and tennis and golf, 
with appropriate prizes, followed. 

Arthur Hunter, chief actuary of the New 
York Life, and Dr. Oscar H. Rogers, chief 


medical director with that prominent company, 


iscussed mortality experience as related to 
| y ex 
mpaired lives, particularly in the case of peo- 


ple suffering from rheumatic afflictions and 
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tuberculosis of the lungs. Both of these New 
York Life officers have acquired a nation-wide 
reputation in insurance circles for their study 
of mortality figures in this. connection, and 
their conclusions aroused much interest among 
the delegates. 

Ray D. Murphy, associate actuary with the 
Equitable Life, said that he preferred to discuss 
general considerations in writing insurance, 
rather than statistics as related to various im- 
pairments. 

In the case of an individual, Mr. Murphy 
said, the only sound policy is to write an 
amount of insurance which can be paid for by a 
reasonable proportion of the applicant’s in- 
come. In case of business insurance, the 
amount might be limited to five times the actual 
compensation of the employed. Such rules, 
Mr. Murphy added, are flexible and must, of 
course, depend on the age and condition of the 
insured person. 

John M. Laird, actuary with the Connecticut 
General Life, discussed the problems of the 
actuary as related to life and health insurance, 
and also the special benefits and disability 
clauses now included by many companies in 
standard life insurance contracts. 

President Henderson, in addition to reading 
a message to the organization, gave a paper 
on “The Adjustment of Population Returns 
at Infantile Ages in the Absence of Birth 
Statistics,” in which he explains a method for 
compiling data on the readjustment of popula- 
tion at infantile ages. 


WILLIAM ALEXANDER’S NEW BOOK 
Art of Insurance Salesmanship Is Now 


Off Press 
William Alexander’s new book The Art of 
Insurance Salesmanship, just from the press 


of The Spectator Company, strikes a new note 
It is less formal and less serious than his pre- 

Apparently he has said to himself, 
“Thus far I have labored under grave re- 
sponsibilities and have felt it my duty to be 
cautious in expressing opinions and giving ad- 
vice. But now I can let myself go; say what I 
please, and can deal even with grave topics in 
a sportive vein if that happens to suit my 


< 1 
vious DOC ics. 


fancy.” 
He says that his chief aim is to stimulate the 


Life Insurance 


imagination of his readers, so as to get them to 
think and act for themselves, thus work out 
their own salvation. To this end he gives his 
opinions, some of which are new and startling, 
gvith absolute frankness. 

The book begins by showing that the suc- 
cessful agent regards salesmanship as an art, 
and that consequently he prosecutes his work 
with enthusiasm and enjoyment, just as the 
painter, the sculptor and the musician prosecute 
their arts. 

Then he teaches valuable lessons by com- 
paring the art of canvassing with other arts 
and sports. 

The importance of common sense is empha- 
sized; the evils resulting from getting the cart 
before the horse are enlarged upon, and the 
agent is told how to make timid and obstinate 
prospects to eat out of his hand. Various 
methods of canvassing are discussed, and much 
shrewd, practical advice is given. Among other 
things the value to the agent of wit and humor 
is illustrated, and amusing examples of how 
not to canvass for life insurance are given. 
But the book is so packed with valuable matter 
that a mere catalogue of its contents would 
occupy many pages, so the best advice that can 
be given to the old agent and to the new agent: 
to the manager and to the solicitor, to the 
teacher and to the scholar, is to read the book 
and keep it at hand for ready reference. For it 
will be money in the pocket of every canvasser 
who takes the trouble to study it. And if he 
does so he will not find it a task, but on the 
contrary an entertaining relaxation. 

The Art of Insurance Salesmanship has 
received the endorsements of the National 
Association of Life Underwriters and the Life 
Underwriters Association of Canada, which 
recommend this valuable book, as well as other 
volumes by Mr. Alexander, to the life insurance 
agents of Canada and the United States. Mr. 
Alexander’s latest book contains 154 pages, is 
substantially bound in cloth, with gold title, and 
sells at two dollars per copy. 








rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 


Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives, 


Joseph C. Behan, Supt. of Agencies 
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~ Any Industrial Success 
Is Due Chiefly To— 


Coupling the magic strength of"time with man power. 
Se 


The energies of each Lincoln Life salesman are put to 
most telling usage by similar efficiency methods. 
-_ = Po yin 


The Lincoln Life Home Office is organized with the 
purpose of gaining the most effective speed in handling 
all agency affairs. Every form of labor saving mechan- 
ism is installed to aid in dispatching business. There 
is perfect alignment of duties, and with this frictionless 
efficiency is coupled the earnest desire to give personal 
attention to the problems and needs of individual agents. 


ee i - —— RET — ee 
This coordination of speed and purpose assures success 
for salesmen who 


(CINK UP (wis THe (LINCOLN) 

















The Lincoln National Life Insurance Co. 
“Its Name Indicates Its Character” 


Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $225,000,000 in Force 





How Great Is Your Production? 


Whether it is large or small, it can be increased. 


Among your prospects are many who will be turned 
away—tejected as unfit—also many children who are 
too young. 


The Medical Life accepts impaired risks, adopting an 
extremely liberal attitude toward them. The Medical 
Life also writes Child’s Endowment., This eliminates 
all waste in sales efforts for its men. 


Write us, ask us to explain how your production can 
be made a full one hundred per cent efficient—how 
you can cash in on the business you now lose. 


“Life Insurance for Everyone 


& 


Te MEDICAL LIFE 


INSURANCE COMPANY OF AMERICA 


WATERLOO :: IOWA 
E. E. BROWN I. G. LONDERGAN 
Agency Supervisor Sec’y & Gen’l Mgr. 
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**Life Insurance and 


—How [To Sell It” 


ERE’S A BOOK “chock full” of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 





ABSORBING AND INTERESTING 
$1.00 postpaid 





The Insurance Field Co. 


Incorporated 
Box 617 Louisville, Ky. 
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THIRTY-FOURTH ANNUAL EDITION 
1922 
COMPENDIUM 





Official Life Insurance Reports 


AN ANALYSIS OF ANNUAL STATEMENTS 
FOR THE INFORMATION OF 
POLICYHOLDERS IN LIFE INSURANCE COMPANIES 


THE ONLY PUBLICATION GIVING COMPLETE STATISTICS 
OF EVERY AMERICAN LIFE COMPANY 


This extended series of tables shows the business and financial 
standing of the companies in the United States, and is made up 
from the official reports as of January 1, 1922. ; 

Separate tabulations are made covering industrial insurance, 
group insurance, business since organization, business arranged 
by states, bonds and mortgages. There is also a special section 
covering ratios of principal items in the statements indis- 
pensable to agents. 

THIS WORK IS A COMPLETE POCKET COMPEN- 
DIUM OF THE VARIOUS STATE DEPARTMENT RE- 
PORTS. ; 

The purpose of these exhibits is to place in the hands of 
policyholders a mass of desirable information compiled from the 
reports of the Insurance Departments. Departmental reports 
are not accessible to the average policyholder, and competing 
agents not infrequently so distort official figures as to deceive 
or mislead insurers. The demand for statistics of this kind 
emanating from: a totally impartial source is satisfied by this 
publication. The exhibits present simply the official figures 
as contained in the New York and other Department reports 
with appropriate. deductions. 

Single Copies, in flexible binding,....... $5.00 
SS Eee... 
Orders for Single Copies must be Prepaid 
THE SPECTATOR COMPANY 
NEW YORK CHICAGO 
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Life Insurance 











NON = CANCELLABLE © 
CONTRACTS 





Life Insurance Policies Leave Individ- 
uals Free to Live Recklessly 





MEANS OF INDUCING LONGEVITY 
Human Desire to Add Years to Life Uni- 
versal—Periodical Medical Examina- 

tion Service to Policyholders 

One of the strongest features of the life in- 
surance contract is the fact that once entered it 
is non-cancellable by either party for any rea- 
son, other than one imvolving fraudulent in- 
tent or for ndn-payment of premiums. For all 
practical purposes the life insurance policy car- 
ries no restrictions upon the individual policy- 
holder as to his manner of living or his place 
of residence or travel. True it is that in some 
cases there is an extra obligation involved where 
extremely hazardous occupations are regularly 
undertaken, but this is all. So far as the aver- 
age policvholder is concerned he may neglect 
his personal health and shorten his life by so 
doing, and so long as he continues to pay his 
premiums the life insurance company cannot 
get off the risk. Now in the case of property 
insurance, such as fire, or even other forms of 
insurance, including automobile and liability, 
the underwriting companies are able to protect 
themselves against undue losses and excessive 
claims by cancelling policies on risks where 
there is evidence of habitual carelessness or 
neglect on the part of the policyholder. 

A knowledge of human nature of the most 
elementary sort indicates that every person is 
anxious to live as long a time as possible, and 
will use every power within him to stretch his 
span beyond the proverbial three score years and 
ten. The trouble frequently is that the in- 
dividual does not know the facts about his 
health which properly and opportunely brought 
to his attention can be made the basis of a cor- 
rection of subtle physical ailments. These facts 
can best be made known by thorough periodical 
medical examinations. 

Life insurance companies have a wonderful 
opportunity in undertaking the great human 
work of educating a large mass of the thrifty, 
far-sighted, productive element of society as 
tepresented by the great body of policyholders 
by offering to them the service of periodical 
medical examinations as a part of their activi- 
tes in connection with life underwriting. Such 
a service can be rendered by a moderate invest- 
ment assuring large financial returns over a 
period of years, besides untold returns immeas- 
wable by any monetary consideration in the 
knowledge that some years of life will surely 
accrue to some individuals as the certain result. 

The periodical medical examinations should 
onl be conducted by the insurance company it- 
“lf, but rather by some independent agency 
Outside of the field of insurance, such as the 
Life Extension Institute of New York, which 
has had many years’ experience in this field of 
endeavor. The examination facts thus obtained 
are matters of confidential record solely between 
the individual and the examining agency. No 





facts should be divulged to the company with 
respect to the individual, but the company will 
benefit by the realization that its policyholders 
are endeavoring to prolong their own lives by 
subjecting ‘themselves to periodical medical 
examinations. A year’s prolonged life in a single 
policyholder having but $1000 insurance on his 
life would pay the cost of many such examina- 
tions. 


GROUP INSURANCE 


Its Development Offers Vast Opportunities 
to Agents 


Life insurance in the United States is one 
hundred and sixty-three years old. The his- 
tory of its growth is a story of consistent and 
steady increase, until to-day, both in bulk and 
power, it is tremendous. There are few factors 
cutside of religion and education which exer- 
cise greater influence on a people, material and 
psychological, than life insurance. The many 
component ways in which this influence is felt 
are too numerous and well known to be men- 
tioned here. Suffice it to say that in the main 
it establishes in a nation that spirit of mental 
poise, contentment and confidence which does 
muck for national progress. 

The multifarious lines of underwriting, of 
course, all contribute their quota to this com- 
bined effect, but life insurance, because of its 
relation to the individual himself, his needs 
and protection and because of the facility with 
which it can be generally disseminated and 
filtered through the very arteries of a country, 
retains and will continue to hold a premier posi- 
tion. At the end of 1921 the total volume of 
business in force in the United States of old- 
line companies amounted to $45,983,400,333, 
divided among 71,781,203 policyholders, out of 
a population of not quite 106,000,000 people. 
This shows that, in theory, life insurance com- 
panies hold a risk of about $432 on every man, 
woman and child in the country, while they 
actually have succeeded in insuring two out of 
every three persons. While insurance selling 
has been rapid and consistent, nevertheless it 
may be but reasonable to suppose that as the 
limit of operations is gradually reached the 
harvest field will increase in difficulty and the 
harvesting decrease in speed. This statement 
might be true in its entirety were it not for 
group insurance. 

The work has undoubtedly increased in diffi- 
culty. No longer do haphazard methods pre- 
vail in the selling of life insurance. The suc- 
cessful salesman must nowadays be a man of 
individuality, brains and skill. He must know 
his business thoroughly. He must be doctor, 
lawyer, professor, counsellor, friend—all in one. 
He must have style, personality and approach. 
He must be wise, patient and persevering. 

As regards the quantity of and the speed at 
which insurance is sold, it may be said that the 
former cannot, go on ad infinitum; but, speak- 
ing practically, the limit has not been reached, 
by any means. Not even when every individual 
has been insured as a separate risk is the labor 
completed; nor is the rate or speed with which 
protection is provided for apt to lessen, owing 
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to the fact that group insurance has come upon 
us with an urge that is not to be denied. About 
ten years old, already it boasts of almost 
$1,600,000,000 in force and is increasing rapidly. 
Yet, it undoubtedly is in its infancy. This 
$1,600,000,000 represents but 21,439 policies, an 
utterly insignificant sum, particularly when it 
is considered that as far back as 1919 there 
were aS many as 40,367 manufacturing enter- 
prises in New York State alone, involving the 
labor of 1,229,815 persons, a combined cap- 
italization of $6,033,828,000, salaries and wages 
fer annum of $1,885,898,000 and a combined 
production to the extent of nearly $9,000,000,- 
000 per annum. These figures are exclusive 
of hand trades, building trades and neighbor- 
hood industries. They show that group insur- 
ance offers an unusual opportunity for men of 
energy, foresight and sufficient interest to enter 
inte it wholeheartedly. Group insurance will 
provide for the protection of those who on ac- 
count of age, impaired health or circumstance 
are unable personally to procure insurance, or 
who are too indifferent to look out for them- 
selves and their families, and it will ulti- 
mately end in very few, if any people, of this 
great nation being able to say— 

“{ am not insured now, but when I get time.” 

Already the effect of group insurance has 
made itself felt. It has stabilized conditions 
of labor for both the employer and the em- 
ployed, it has played no mean part in sustain- 
ing the economic sanity and balance of the 
country. Business men recognize this fact. 
Only within the last two weeks, transactions 
for group policies have been successfully 
negotiated with two enterprises of considerable 
size and power. One of these writings was 
for $2,000,000. There will probably come a 
time when the laws of industrial competition 
will invariably make it highly desirable for 
employers to confer this advantage on their 
forces. 

Life insurance, then, is not, by any means, 
slowing up. The limit has not been reached. 
Patience and foresight started the ball rolling, 
and insurance men of to-day will have much 
to do to keep pace with it. 





Dengue Fever Losses Appear in South 


BirMINGHAM, AtLa., October 20.—Dengue 
fever, which has been prevalent here recently, 
has cost insurance companies $75,000 in claims 
paid in Birmingham during the past month, ac- 
cording to information given by insurance men 
to Dr. J. D. Dowling, health officer, at a con- 
ference this week. Insurance men offered their 
aid in curbing mosquito propagation, which is 
thought to spread dengue. 


—The Virginia agents of the A=tna Life held a two- 
days’ convention in Richmond last Thursday and 
Friday. The concluding feature was a banquet at the 
Hotel Richmond. 


—Group life insurance has been given shop em- 
ployees of the Cincinnati, Indianapolis and Western 
Railroad Co. as an evidence of the company’s appre- 
ciation of their co-operation and service, officials of 


the road have announced. 
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1851 1922 


Berkshire Life Insurance 
Company 


Pittsfield, : Mass. 


Durineé this long span of years 


the Company has maintained a high 
reputation for fair and _ honorable 


dealing with policyholders and agents. 


WILLIAM D. WYMAN, 


President 


WINFIELD S. WELD, 
Supt, of Agencies 





45.17% 


of the new business issued by The Northwestern Mutual Life 
Insurance Company in 1921 was upon applications of mem« 
bers previously insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern 
business policy of 


Careful Selection 

No Foreign Business 
Insuring Only Males 
Low Death Rate 

Safe Investments 
Efficient Management 
Liberal Policy Contracts 
Low Expenses 


Purely American 
Purely Mutual 

No Brokerage 

No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 
Low Net Cost 





The Policyholders’ Company 
The Northwestern Mutual Life Insurance Company 


of Milwaukee, Wisconsin 

















PUBLIC LIFE INSURANCE CO. 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


N 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 














Life Insurance Law Chart 


NOW READY—EDITION OF 1922-1923 


The Life Insurance Law Chart shows in complete and comprehensive 
form the requirements as to taxation, agents, policy forms, examinations, 
valuations and publications in each State and Territory, and in Canada, 
under the following column headings: 


CONTENTS 
f Company License Surplus Distribution Periods 
\ Total other fees Anti-Discrimination 
Expiration Company License Statements, Final Date for Filing 
Fees for Agents’ License and Date io 

Local, General Tax 
or Special 
Resident Agents’ Law 
Reciprocal Law 
Attorney for Service 


Annual Fees 


{ No. of Papers 
1 No. of Times 

State Tax and Final Date for Pay- 

_" { Premium 
( Any Other 

f When Local Taxation : 
\ Fee Regulations Governing Advertise- 
Jf Basis roenrs 
\ Fee Bond to State, Agent or Company 


nee 
of Expiration ; Legal Publications 


Company Examinations 


Valuation of Policies 


Non-forfeiture Warranty Declined 
Policy Form or Provisions Miscellaneous Provisions 

The Life Insurance Law Chart is compiled for THE SPECTATOR 
COMPANY by Mr. A. R. Fullerton, an expert insurance man, whose 
duties for many years have been to keep the large life insurance com 
pany with which he is connected informed upon every phase of the 
legal requirements throughout the country, in which capacity he has 
become an expert, and consequently this publication is absolutely av 
thentic. It is valuable as a checking list, in order to avoid penalties for 
non-compliance with law. y 

It is printed on excellent ledger paper, is twenty-one inches wide, 
with a proportionate depth or length, and is brass tipped at top and 
bottom, so that it may be hung in a convenient and conspicuous place 
for ready reference. 

Inasmuch as many of the requirements are common to LIFE, CAS 
UALTY, AND SURETY COMPANIES, the latter class will also be able 


to make use of it. 
PRICE $4.00 


Liberal discounts in quantities 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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CENTRAL LIFE OF FORT SCOTT 


in Officers and Internal 
Controversies 

TorekA, KAN., October 21.—There are in- 
cations of trouble brewing in the affairs of 
ge Central Life Insurance Company of Fort 
sot, Kan. HH. L. Stout, who has been presi- 
jt of the company for many years, has been 


Changes 


sted from the presidency and George Marble, 
itor of the Fort Scott Tribune, has been 
sosen in his place. The Central is the oldest 
fe insurance company in Kansas. It was 
yanized in 1906 and has built up a good 
iysiness. It has assets of more than a $1,000,- 
oo and a surplus of $79,000. 

There have been internal dissensions in the 
wmpany for some time. While Mr. Stout has 
yot been the active manager of the company 
the president naturally has quite an influence 
nits affairs. R. S. Tiernan, secretary, has 
en the active manager since the company was 
organized. 

Information has come to the Kansas Insur- 
ance Department that Mr. Stout is planning 
io bring suits against the company and against 
the directors for their action and that he has 
attempt to have himself re- 
instated as president. Just how extensive the 
fling within the company may be is not 
lnwn, The company has built up such a 
atisfactory business in the last few years that 
it is regarded as unfortunate that internal 
troubles should threaten to injure the com- 


prope sed an 


any to any extent. 


Compendium of Official Life Insurance 
Reports 











The thirty-fourth annual edition of the Com- 
pendium of Official Life Insurance Reports has 
een issued by The Spectator Company. This 
rings together in one volume all the essen- 
tial facts from the statements of the 288 legal 
reserve life insurance companies now doing 
business in the United States, so that by 
xamining but two pages of the book, or three, 
ithe case of companies transacting industrial 
group insurance, the complete figures, with 
imereases, are instantly available. The tables 
how the business and financial standing of all 
ted States life companies for 
the year ending January 1, and, in addi- 
tion, there are also given the increases in 1921 
over 1920 for the more important items, and a 
tumber of miscellaneous items which enter into 
the computation of the percentages. 

A special table is presented showing over 5000 








insurance 


1922, 


ratios based on the data pertaining to the re- 
spective companies. This table shows the com- 
panies arranged alphabetically, and affords an 
instantaneous method of comparison of differ- 
‘nt items. Another table shows the industrial 
business of the companies writing that class, 
together with the total business written and in 
force, both ordinary and industrial. Still an- 
ther gives summary of the group insurance 


Tansacted by the companies, as well as the 


total of group, ordinary and industrial. 
A new feature in the 1922 edition is the table 


clase} furs ; 
“sSsilying the mortgage loans, and bonds and 


stocks held by the various companies. 


This work is a complete compendium of the 
various State insurance department reports on 
old-line life insurance companies. It is com- 
piled and published annually prior to the is- 
suance of a majority of the insurance depart- 
ment reports, and it contains numerous details 
given in the official statements of 288 regular 
life insurance companies, as reported by the 
insurance companies. It was designed and is 
printed and bound for pocket use, so as to en- 
able a life insurance agent to easily carry the 
equivalent of many official State reports upon 
the condition of the companies, in his pocket, 
for use as occasion requires. 

Among the data given in the Compendium 
is a list of companies, with full official titles, 
locations, names of president and _ secretary, 
date of incorporation, etc., detailed statements 
of 288 United States life insurance companies, 
showing the various items of their income, 
disbursements, assets, liabilities, new business, 
terminations, insurance in force and miscellane- 
ous items; industrial business written and in 
force; group insurance written and in force; 
aggregates for the year 1921; aggregates for 
ten years; increase in aggregates for ten years; 
table of ratios containing 31 columns of ratios 
for all companies over one year old; business 
of 1921, showing principal items of statements, 
with companies arranged by States; premium 
receipts and benefits to policyholders since or- 
ganization ; from organization, being 
aggregates of the principal items of the annual 
statements organization to January I, 
1922; foreign companies operating in the United 
States; table of rank in principal items; class- 
ification of bonds and stocks; classification of 
mortgage loans. This valuable compendium of 
condensed information contains 209 pages, i 
substantially bound in flexible cover and sells 


results 


from 


s 
at $5 per copy. 


Life Insurance Law Chart 

The edition of the Life Insurance Law Chart 
for 1922-1923 has been issued by The Spectator 
Company. This chart is not only valuable be- 
cause of the vast amount of condensed informa- 
tion which it presents concerning the legal re- 
quirements of the respective States as to life 
insurance companies, but is serviceable as a 
checking list of the statutory requirements in 
By checking the various re- 
enables a 


the various States. 
quirements in the several States, it 
company to make certain that it is complying 
with all the requirements of the law, and that 
it is thus avoiding the chance of legal penalties. 
The column headings, which indicate the char- 
acter of the information presented in the chart, 
are as follows: 

total other 
Fees for 


Annual fees (company license: 
fees): Expiration Company License; 
\gent’s License and Date of Expiration (local; 

Recip- 
Company 
Valuation of Poli- 


general): Resident Agents’ Law: 
I 


rocal Law; Attorney for Service; 


Examinations (when: fee); 


cies (basis: fee); Non-Forfeiture; Policy 
Form or Provisions; Surplus Distribution 
Periods; Anti-Discrimination: Statements, 


Final Date for Filing (annual; tax); Legal 


Publications (number of papers; number of 


EE 


times) ; State Tax and Final Date for Pay- 
ment (premium; any other); Local Taxation; 
Regulations Governing Advertisements; Bond 
to State, Agent or Company; Warranty De- 
fined; Miscellaneous Provisions. 

From the foregoing it is manifest that this 
chart is most useful to life insurance com- 
panies, as it sets forth the important features 
of the various State laws with which they must 
comply. The information in the respective col- 
umns is amplified by footnotes containing addi- 
tional explanations. The data cover each State 
and Territory, and also the Dominion of 
Canada. 

The Life Insurance Law Chart is tinned at 
the top and bottom, and provided with a hanger, 
so that it may be conveniently hung upon the 
wall or partition. Its price is $4 per copy, 
with a discount of 20 per cent on 100 copies 
or more. 


George A. Hamilton has been appointed spe- 
cial agent for the Fidelity-Phenix Fire Insur- 
ance Company, effective October 15. 


New Life Company 

INDIANAPOLIS, IND., October 23.—The Federal Life 
Assurance Company has been organized with 
offices in this city. The company originally was the 
International Business Mens Assurance Company, but 
the name has been changed, by court order, to the 
Federal Mutual. 
ance business will be developed at once. 

The company is to be operated 
management as the Federal Savings and 
Company and the Federal Automobile Insurance Com- 
Its office is in the Kahn building. 


home 


Officers announce that a life insur- 


under the same 


Insurance 


pany. 





American Life 
Reinsurance Co. 


PERMANENT OFFICES 


DALLAS 
MAGNOLIA BUILDING 


CHICAGO 
29 S. LASALLE ST. 


PROMPT SERVICE 
FROM BOTH OFFICES 
MAXIMUM SECURITY 
TO TREATY HOLDERS 


A. C. BIGGER, President 
FRED D. STRUDELL, Secretary 
MORTON BIGGER, Ass’t Secretary 
BERT H. ZAHNER, Chicago Mgr. 
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RITISH AMERICA ASSURANCE CO. 
TORONTO, CANADA 


INCORPORATED 18383 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS ~ J 
AND STRIKES PEL at: 
UNITED STATES BRANCH 
January 1, 1922 


EE TO EE TO ET ee $2,256,915 
pie ai an ae eek nen anes Raw 1,601,036 
CCPC OEE TOT TET Pere Te $655,879 


W. B. MEIKLE, President and General Manager. 








NORTHERN INSURANCE Co. 


OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


W. £. RAY, Special Agent FRANK G. DELA HUNT, 
Terre Haute, Ind. Special Agent 
726 Racine Street, Milwaukee, Wis. 


ERIK LINDSKOG Special Agent 


C. C. CRANDALL, Special Agent 
7 W. Lake St., Minneapolis, Minn. 


Cambridge Springs, Penn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 

















UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 


31 SOUTH GILLIAM STREET 


New York 


MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 


Genera ccident 


ADs 

















FIRE AND LIFE 


"Oh ASSURANCE CORPORATION. Lid. 


— RICHA2DSON, United States Manager 


GENERAL BUILDING - 4%" @ WALNUT STS. 
PHILADELPHIA 











ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1865 January 1, 1922 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK 
Cash Capital, . . . .  $1,250,000.00 
Net Surplus, .. ° $2,840,571 
Surplus to Policyholders, $4,090,571 





EASTERN DEPARTMENT 
D. H. DUNHAM, President 
JOHN EAY, Pres. 

A. H. HASSINGER, Sec’y 
NEWARE, N. j. 


WESTERN DEPARTMENT 
NEAL BASSETT, V.P. and Mgr. 
W. T. BASSETT, Ase’t Manager 

CHICAGO, ILL 














EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
‘~ fe. 
oy 
es oY 


Inspector or Adjuster i is 
ELIGIBLE 
Mons TO THE 


lowa State Traveling Men’s Association 


*‘Oldest and Best’? 





Accident Insurance at Cost 
Neyer Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to February 1, 1923, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas, DES MOINES, IOWA 

















Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 


CAPITAL 


$10,000,.000.00 


RESERVE FOR ALL OTHER 57 6 


20.5 NE SURPLUS 7.95 
12,213,010.92 
42.806.008.87 


PAID FOR LOSSES 


133,275,321.56 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31, 1921 


United States Government Bonds 


owned by the Company equal its 
Capital Stock of $10,000,000 


Home Office, One Liberty Street 
New York City 


Pacific Department 
GEORGE H. TYSON, Gen’] Agent 


210 Sansome Street 
San Francisco, California 


Marine Department 


WM.H. McGEE & CO., Gen’! Agts 
15 William Street, New York City 


Western Department 
WALTER H. SAGE, Gen’! Mer. 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, IIl. 

Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 
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FIRE INSURANCE NOTES AND EVENTS | 





NEW YORK SURVEYS 

Fires in Sprinklered Risks.—T wo bulletins 
of fre reports, numbered respectively 1824 and 
es, shows the following results: In three 
pene no loss; in one case the loss was slight; 
iasix cases the loss was moderate, and in three 
ses the loss was considerable. 

The Absorbing Fire.—The fire was first 
ulled to the attention of the watchman by a 
ticker of light in the storehouse. When dis- 
covered, the fire was eight to ten feet in diam- 
der and the sprinklers were operating. The 
freon top of the piles was evidently controlled 
tythe water from the sprinklers, but it spread 
underneath the piles where the water could not 
rach same. One hundred and_ thirty-sever. 
grinklers opened, and the water from these, 
combined with that from three large hose 
streams, extinguished the fire, which lasted for 
about five hours. The discharge of water from 
te sprinklers and hose streams flooded the 
for of the building to a depth of from four 
inches to eight inches, damaging the lower tier 
of bales. Holes had to be broken in the floor 
todrain away the water. The total value of the 
contents of the warehouse was about $190,000. 
Stock is being removed and salvaged as rapidly 
4 possible. Damage to the building is neg- 
gible. Conclusions: This fire again empha- 
sizes the difficulty of controlling fires in baled 
tock where material is piled several bales 
high. The fire burrows its way into the lower 
tales, where the water cannot reach it, thus 
causing heavy damage. A portion of the dam- 
ae was due to water, and this would have 
hen very much decreased if the piles had been 
skidded at least four inches from the floor and 
aproper system of drainage provided. The loss 
might have been prevented if a lightning ar- 
rester had been installed where the service lines 
enter the plant. This is not ncessarily a sure 
form of protection, but it does provide an easy 
gah for the current to ground, and it is quite 
possible that with a lightning arrester the poten- 
tial would have been discharged through that 
wath without causing arcing at the receptacle. 
The loss is $86,602.94. 

The Annexes.—It would not be unfitting 
iN connection with this topic to parody the 


words of the poet and make them read, “Count 
that day lost whose low descending sun sees 
from the insurance world no annexes begun.” 
In all seriousness—and the subject is too im- 
portant to be treated otherwise—of what avail 
is it to collect in annual, quarterly or any other 
chronological meeting and vociferously decry 
the annexes and then erect one daily? Is it 
hoped that by their multiplicity they will be- 
come less desirable? If that be the reasoning 
for those who are responsible for them they 
are making a mistake. There is not the slight- 
est doubt that the annex is a seriously disturb- 
ing factor. 

A Unique Question in Sprinkler Leakage.— 
At 3:15 P. M. a break occurred in the 8-inch 
hydrant main under building. The floors of the 
buildings were flooded with water, and the pits 
where the driving motors and magnetic con- 
trolling clutches for the rubber mill machines 
were located were filled with water, causing 
considerable damage. The intent of the poli- 
cies is not to cover under the sprinkler leakage 
clause damage done by the breakage of a hy- 
drant main. The intent of the sprinkler leakage 
clause is to cover only damage done by break- 
age in the automatic sprinkler system itself. 
As a sprinkler connection is taken out of the 
hydrant main in which the breakage in question 
occurred, it is as yet undecided whether the 
loss can be paid by the policies or not. The 
loss is estimated to be from $4,000 to $5,000. 

As to Incision The injection of the word 
“normalcy” in the inaugural address of Presi- 
dent Warren G. Harding perhaps did as much 
as the address itself to cause comment upon it. 
It certainly relieves the routine of life when a 
letter reaches one’s desk which contains an un- 
usual word—but, of course, correctly used. For 
instance, in a recent request for an allowance 
in connection with a standpipe from the local 
organization the writer asked whether that de- 
vice would produce an “incision” in the rate. 
It brightened up the whole day’s work. 


CHICAGO AND THE WEST 
Field Men Meet.—Numerous meetings of 
field men in Western territory were held here 
last week in connection with the annual meeting 


of the Fire Underwriters Association of the 
Northwest. Agents of the Hanover, West- 
chester Fire, A‘®tna and Atlas all held their 
usual sessions, at which company officers were 
present to discuss business conditions. 

Illinois Agents to Have Secretary.—The 
annual meeting of the Illinois Association of 
Insurance Agents will be held at the Leland 
hotel, Springfield, Ill, November 16 and 17. 
The meeting on the 16th will be a sort of get- 
together session, at which officers will go over 
their reports, and in the evening of that day 
the annual dinner will be held. The officers of 
the association are anxious to have the asso- 
ciation in the hands of a permanent secretary, 
and have drawn up a plan providing for such an 
officer, which will be submitted at the annual 
meeting. The plan proposed involves the rais- 
ing of a guarantee fund of $7500 a year for 
three years. This sum is to be’ secured by 
voluntary contributions and to be in addition to 
regular dues. 

Harold A. Johnson Resigns Position.— 
Harold A. Johnson has resigned as manager of 
the casualty department of Byrne, Byrne & 
Hahn to go with Marsh & McLennan as man- 
ager of their burglary and plate glass depart- 
ment, taking effect November 1. He succeeds 
George S. Middleton, who resigned to enter 
business for himself. Mr. Johnson was at one 
time with the Royal Indemnity, and later with 
Childs, Young & Wood. 

H. C. Connick Makes Change.—H. C. 
Connick has become associated with Hunter 
W. Bond as manager of the Chicago brokerage 
office of Bradshaw & Weil. He started in the 
Western Actuarial Bureau in I91I, going with 
the Western improved risk department of the 
Phoenix of London three years later. In 1916 
he joined the C. W. Sexton & Co. agency in 
Minneapolis. 


Vote to Double Capital 
Fidelity and Phenix Fire Insurance Com- 
pany stockholders, at a special meeting on 
Monday, voted their approval of a proposal for 
an increase in the capital stock of the company 
from $2,500,000 to $5,000,000, with subscription 
rights to the new stock at $140 a share. 








FIRE AND ALLIED LINES 
REINSURANCE ONLY 
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CEDAR RAPIDS ,IOWA 


SURPLUS TO POLICYHOLDERS 
ONE MILLION DOLLARS 
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CHICAGO 
INSURANCE EXCHANGE 























“NOW IS THE TIME FOR ALL GOOD—” 


Casualty Companies to plan for 1923. The importance 
of sound, efficient and punctual REINSURANCE serv- 
ice should not be overlooked, in connection with your 


decisions regarding expansion during the coming year. 


The lessons of the Catastrophes and the big verdicts of 
1922 have been well learned by Casualty Companies— 
lessons teaching the indispensability of ample, sound 


outlets for excess loads. 


Our REINSURANCE Service is at your command. 


Employers Indemnity 


Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 
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NEW YORK 
35 NASSAU STREET 
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HEARD ALONG WILLIAM STREET 








CASUALTY CLUB DINNER 


Superintendent Stoddard and W. G. Wilson 
Speakers 

The first fall dinner of the Casualty and 
Surety Club of New York brought out an un- 
expectedly large attendance, filling both dining 
roms of the Drug and Chemical Club last 
hursday night. 

Superintendent of Insurance Francis R. Stod- 
dard was one of the speakers, and he gave a 
policies in 
discuss 


straightforward explanation of his 
the department before proceeding to 
his topic for the evening which had to do with 
mauthorized insurers. He presented a pro- 
oram of action which he requested his audience 
to think over and aid him in or present con- 
structive criticism. 

W. G. Wilson, well-known agent of Cleve- 
land, spoke for a few moments on public liabil- 
ity insurance, relating a number of queer cases. 

James R. Garrett, chairman of the entertain- 
ment committee, provided a varied and interest- 
ing program of amusement. President John S. 


Turn was on hand and acted as toastmaster. 


New Etna Publication 

The Actna Affiliated Companies are issuing a 
new publication, “The Safer Way.” This pub- 
lication is printed at the home office and dis- 
tributed at cost to the various agents, who in 
turn mail it to customers and prospects. 

“The Safer Way,” by means of short, terse 
articles and well-chosen illustrations, brings 
home to the prospect the need for complete in- 
surance protection. From time to time it ad- 
vises him of underwriting changes or the issu- 
ance of new policies. It keeps him in touch 
with the insurance world. 

If the agent wishes to insert items of local 
interest, he sends them to the home office and 
they are included in his edition of the publica- 
tion, 7 


Sumner Rhoades Leaves Eastern Union 
Sumner Rhoades, secretary of the Eastern 
Union, has resigned that office to become secre- 
tary and treasurer of the new New York State 
Rating organization. Mr. Rhoades, while he 
has only been with the Union a short time, 
has made a host of friends and leaves the ser- 
vice of the Union with the regrets of every 
member of that organization. 


Federation Meeting 
The eighth annual meeting of the Insurance 
Federation of the State of New York will be 
held this afternoon, at 2 o’clock in Room 1500, 
Travelers building, 35 John street, this city. 





Joins Hoey & Ellison 
Russel Murray has joined the staff of the 
Hoey & Ellison Agency and will be engaged 
in business development. 


Neatness Valuable Asset, Edson S. Lott 
Finds 


The United States Casualty Company is fre- 


Guently referred to as the model insurance com- 
pany offices in this city. A visitor always has 
a werd of praise to offer on account of its neat 


and spick and span appearance. Just how this 


sr ey ht 
rect 18 Dreougnt 


about has been a mystery, but 
President Edson S. Lott 
He has imbued in his 


is out now. 


for order. 





of neatness, and has a man whose 


ole duty it is to keep all desks tidy. Even 


when Mr. Lott was secretary of the company 
many years ago he linked neatness with suc- 
cess, and orders were often issued from his 
office that all desks be subjected to a thorough 
house cleaning. With increasing years and 
greater responsibilities in the long period he 


has peen 


president, he still pursues the habits 
inculcated in youthful days and maintains the 
plen of “keeping his house in order” as good 


business policy to inspire all clerks to greater 
efficiency. 


The Amended Agreement 
State 
Organization 


that 
Agree- 


The decision of the authorities 
the State-\Wide 


ment be not merely for pledged members but 


Rating 


also subscribers, has necessitated sending out 
an amendment to the drawn 
This interpretation of the law is 
but it have 
happier thing if this interpretation had been 


agreement for 
signatures. 
probably correct, would been a 
made so that the original agreement could have 
included The 
status of these subscribing members seems yet 


subscribing members. precise 


to be determined; in so far as the rates are 
concerned thev are on the inside, but where 
they stand as to commissions and limitation of 
agencies their position is yet to be determined. 


Holland 


the Insurance 
Company gave a dinner last to Charles 
Hf. Holland, who resigned recently to organize 
Indemnity 


Honor Charles H. 


Executive officers of Royal 


week 


company, the Independence 
Company of Philadelphia. Mr. Holland was 
presented with a pair of antique Sheffield plate 


a new 


candelabra. 


The Institute 
There is no doubt that the annual conference 
of October 24 was successful—not merely from 
recorded, but of 
We shall yet have 


"nited States an institute of which we 


the standpoint of 


things planned 


progress 
to be done. 
in the [ 
shall all bi 


necessary for 


proud and whose diploma will be 
advancement in the business. 
Perez F. Huff Buys Out E. J. Wessels 
The Edward J. 


Wessels, one of the leading producers of this 


life business of 


insurance 


city, has been purchased by the Perez F. Huff 


general agency. 
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TALK FIRE PREVENTION 


Railway Fire Protection Association 
Meeting in Washington 





MANY INSURANCE MEN PRESENT 


Question of Harbor Pollution Also Dis-< 
cussed at Length 

Wasurncton, D. C., October 21.—Insurance 
interests were well represented at the ninth an- 
nual convention of the Railway Fire Protection 
Association, held in Washington, October 17 
to 19, approximately a dozen insurance men tak- 
ing part in the deliberations of the organiza- 
tions. 

The work of the past year toward fire pre- 
vention and protection on railroad property was 
reported upon and discussed, and several sub- 
ject@ of interest to the insurance fraternity 
were brought up for consideration. 

In view of the activity which for the past 
year has marked the oil pollution question, the 
report of the special committee on fuel oil on 
water and docks, piers and wharves, in which 
it was stated that oil in harbor waters, of it- 
self, does not constitute a fire menace, is of 
considerable interest to the insurance industry. 
This question has been the subject of much 
agitation in port cities, which has been based 
largely upon the fact that the oil constituted a 
menace which might turn a water-front fire 
into a conflagration. The possibility of such 
a catastrophe, however, is heavily discounted by 
the committee. 

That the efforts of the railroads toward fire 
prevention are bearing fruit was indicated by 
a report which showed that, on seventy-five of 
the large railroads keeping fire records, the 
number of fires had been reduced from 9194 
in I9I19 to 7975 in 1920, and 7,963 in I92I, 
while the loss from fire had been reduced from 
$8,560,473 in 1919 and $10,563,914 in 1920 to 
$7,589,611 last year. 

The insurance industry was represented at 
the convention by H. P. DeVoll, Mutual. Fire, 
Marine and Inland Insurance Company, Phil- 
adelphia: T. A. Fleming, National Board of 
Fire Underwriters, New York; F. D. Edwards 
and Neil Fravel, Marsh & McLennan, New 
York; Franklin H. Wentworth, secretary of 
the National Fire Protection Association, 
Boston, and John B. Longworth, deWitt 
Rapalye, P. Collins, Joseph Harrison and J. D. 
Lodge, of the Railroad Insurance Association, 
New York. 


Phoenix Indemnity Opens Boston Office 

The Phoenix Indemnity Company is now 
officially represented in Boston by a branch 
office under the direction of Daniel W. Worm- 
Mr. Wormwood is a native 
of New England and comes from a line of 
prominent insurance firms with whom he has 
had considerable insurance experience of an 
executive nature. 


wood, manager. 








— License to do business in Texas has been granted 
by the State Department of Insurance and Banking 
to the Chicago Fire and Marine Insurance Company 
of Chicago, Ill. Alfred W. Fort Worth, 
is the general agent in 


Samuels, 
Texas 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


seaee ee 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 

















Prominent Agents and Brokers 











LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers Am 
surance Stuyvesant 
Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 


of America 
Automobile Insurance 


FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 














J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
Insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. f ‘i 
Temporary money advanced on strictly private 


ts. 
All communcations held personal and confidential. — 
Address J. L. MITCHELL, 604 Masorifé Temple, Chicago, Ill. 


JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 























Actuarial 


JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 














FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 

CONSULTING?YACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 














A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 











MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bidg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 











FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


- 402-404 Kraft Building 
Telephone Walnut 3761 


Des Moines, lowa 











WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of Insurance 


43 Cedar Street, New York 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’ 
10 So. La Salle St. Chicago, Ill. 
20 Years’ Experience Backs Our Service” 
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GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 











256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accewataats 
THE BOURSE PHILADELPHIA 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 








SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. * ATLANTA, GA. 








' L.A. GLOVER & CO. 


, Consulting Actuaries, Life Insurance 
‘ Accountants, Statisticians 


“ 29 South LaSalle St., Chicago 
u Successors to ; 
Marcus Gunn, Consulting Actuary 

















Insurance Examiners and Adjusters 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


W. H. GOULD 
ACTUARY & EXAMINER 


SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 











Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 
90 William Street New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on - performances—Weshow 
results. Send for booklet of references. Liability, Com- 
peuntion, Auto, Fire and Theft, Collision, Property 
amage, Admiralty, Subrogations, Personal Accident, 
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Insurance Attorney 











Tel. Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 




















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation scheduies 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











Insurance Institute Election 


At the annual conference of the Insurance 


Institute of America, held in New York Tues- 
day, R. M. Bissell, president of the Hartford 
Fire and Hartford Accident and Indemnity 
companies, was elected president, succeeding 
Frederick Richardson of Philadelphia. 
Richardson has served the Institute well during 
the four years of his incumbency in office. 
R. Hardy was re-elected secretary and treas- 


Mr. 


E. 


elected: J. W. Alling, Frederick Richardson, 
J. B. Levison, A. W. Damon, H. M. Hess, W. 
H. Stevens, S. Y. Tupper, F. Highlands Burns, 
I. Lloyd Greene, H. G. B. Alexander, E. W. 
West, Wm. B. Burpee, John H. Packard, C. W. 
Bailey, A. Duncan Reid, Benjamin Rush, Otho 
E. Lane, C. A. Ludlum. 

President Richardson told of the accession of 
two new societies as members, the perfection 
of the casualty course, and Mr. Hardy’s visit 
to England, where he represented the Institute 
at the conference of the Chartered Institute of 
Great Britain. 

Mr. Hardy’s report satisfactorily portrayed 
the activities of the year. 


Insurance Society Dinner 


The first dinner this season of the Insurance 
Society of New York was held Tuesday even- 
ing at the Hotel Astor with a record attendance 
of over six hundred. President Charles R. 
Pitcher presided. 

There were three speakers on the program, 
and a fourth, extra-program. Jesse S. Phillips, 
general manager of the National Bureau of 
Casualty and Surety Underwriters, called atten- 
tion to the increased importance of the casualty 
lines. Colonel Francis R. Stoddard, Jr., Super- 
intendent of Insurance, spoke to the subject 
“Selective Law Abiding,” and mentioned par- 
ticularly the failure to enforce the taxicab bond- 
ing law of the State. W. C. Slagg, chairman 
of the British fire offices committee, was the 
extra-program speaker. He explained some- 
what the functions of the Chartered Insurance 
Institute and the fire offices committee. Nevitt 


Company of America, spoke briefly on the 
training of insurance executives. 


WANTS CHANGES IN IOWA LAWS 
Commissioner Savage Would Have a State 
Rating Bureau 


Des Mornes, Iowa, October 23.—This is 
legislative year in Iowa and Insurance Com- 
missioner Arthur C. Savage has some well 
defined ideas as to legislation that he will seek 
to have enacted. 

One of the most important acts and one in 
which he will have general backing will be a 
measure to eliminate receivers 1n cases of banks 
rupt insurance companies. Commissioner 
Savage points out that acting as receiver for 
bankrupt insurance companies has been so prof- 
itable in the past that it has reached a stage 
where forbearance ceases to be a virtue. 

A rating bureau on workmen’s compensation 
is also favored by the Commissioner. Rates in 
many of the mutual concerns at present operat- 
ing in Iowa are so low that there is usually 
not enough money ‘to pay the awards. 


Wasuincton, D. C., October 21.—The letting of 
contracts for construction of the new two and a half 
million dollar home in Washington of the Chamber 
of Commerce of the United States was announced to- 
day by Julius H. Barnes, president of the chamber. 
Work oft the building will begin immediately. It is 
hoped to complete the structure within a period of 
about twelve months. The buildings formerly on the 
property, including the old homeplace of Daniel 
Webster, already have been razed and excavation has 
been made for the foundations. 


Rice Lake, Wis., Oct. 16.—Joseph C. Bergeron, 
struck by an auto here, succumbed to-day. He was a 














urer, and the following vice-presidents were 


S. Bartow, president of the Queen Insurance 


prominent insurance man. 





One Salaried Man’s Experience with Life Insurance 
(Continued from page 4) 

suppose he had no vision, no goal, no sense of responsibility, no 
program, but had drifted aimlessly along, indulging himself 
and his family in silly extravagance, biting at every alluring 
bait, as some of his co-workers in the office had done, and 
forming habits that would undermine his judgment and man- 
hood, his worth-while but unpretentious achievements would 
have been impossible. There was nothing differential about 
what this ordinary man did. There was nothing irksome or 
disagreeable, but, on the contrary, every step being a step for- 
ward, it was immensely stimulating and fascinating. 

One great handicap with so many lies in their putting off. 
If you kept putting off starting on your life insurance program 
you will realize later in life that you must do all at one time 
what you should have done by degrees, and therefore your in- 
surance, provided you are fortunate enough to get insurance 
then, may prove burdensome and you become discouraged. 
The wise course, therefore, is to begin early in life as this young 
man did, and accumulate by degrees and with the least effort 
an insurance estate large enough to take care of both yourself 
and your family, regardless of which might survive the other. 

Another advantage of beginning early on a definite program 
is not only that the rate of premium is less, but when short- 
term investment or endowment policies are taken at the younger 





ages they will mature and be paid and the premiums, there- 
fore, will cease early in life and make it that much easier to 
carry policies taken out later. In other words, one does not 
have to wait until he is old to begin to reap some of the fruits 
of his savings, nor would he ever be carrying all the load at 
one time. Under this plan of accumulating an estate your in- 
surance increases in amount as your family obligations and 
your earning power increase, thus enabling you to carry the 
maximum amount of insurance with the least effort and at the 
same time being assured of the best results, as shown in the 
case of this methodical office man, Mr. S. For many years he 
had put thirty per cent of his salary into life insurance, and 
yet his deposits had never been burdensome. He did for his 
wife and little son what he could not have done in any other 
way, and now, when he is about to reach the time in life when 
he must step aside in favor of a younger man, a time which we 
all must reach if we live, he looks forward to that time, not 
with dread or fear, as most men do, but with anticipation and 
with the consoling thought that their remaining years will be 
years of comfort and independence. 

Salaried men will do well to analyze the experience of this 
frugal office man and at the same time let their thoughts revert 
to those of their acquaintances who have drawn good salaries 
for years, but have saved nothing, or to the families of such 
who are left to make their own way. 
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WY \ HE number of sprinkler leakage and water 
WS \ damage losses for each one thousand 

be NN sprinkler leakage and water damage risks 
oS is greater than the number of fire losses for 
each one thousand fire risks. 








=> 
ie 


" 
= || 


iy | | 


i] | 





Large losses of $10,000 to $40,000 occur not 
infrequently. 


Your clients carry fire insurance. Why not 
sell them Maryland Casualty Sprinkler Leakage 
and Water Damage insurance? 


Maryland Casualty Company 
Baltimore 


Casualty Insurance - - - Surety Bonds 


























Federal Surety Company Detroit Fidelity 


Home Office, Davenport, Iowa 


| and 
Began business July ist, 1920 
Licensed by U. S. Government November 20th, 1920 Surety Company 


An Institution of Service Is already one of the largest companies 
Writing Fidelity and Surety Bonds, Accident and writing fidelity and surety bonds ex- 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property pointed every day. 
Damage and Collision Insurance. 


clusively. New agents are being ap- 


9 — 
Workmen’s Compensation Pe 


We are well equipped to serve Agents of the Mis- Aven cy D epartm ent 
sissippi Valley—Correspondence Solicited. © 


Milwaukee and Cass Avenues, Detroit, Mich. 
W. L. TAYLOR OAKLEY H. BEYER 


Vice-President and General Manager Superintendent of Agents 
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Fire Underwriters of Northwest Meet 


Cuicaco, Int., October 21.—The largest and 
most important event of the year in fire insur- 
ance circles in Chicago and the Middle West, 
the annual meeting of the Fire Underwriters 
Association of the Northwest, which was held 
here last week, brought together many of the 
inds in the business. The reforma- 
which the business is undergoing served as 


poe 


the po. of the many addresses. 

week occurred on 
Wednesday and Thursday, when the Fire Un- 
derwriters Association of the Northwest con- 


vened with more than 


The gala event of the 


300 members and guests 
present. 

vocation, which was delivered 
Thomas, rector of St. Paul’s 
D. McGregor, wife 


Following the it 
by Rev. George H. 
Episcopal Church, Mrs. P. 
f the former Western manager of the Queen 


Ty iain a c 
msurance Company, rendered a group of three 


songs, accompanied at the piano by Mrs. Ethan 
Taylor. Mrs. 


1 
h 


Met i for a number of vears 
as favored the association meetings with a 
vocal selection, 

he Hon. Francis R. Stoddard, Jr., Superin- 
tendent of Insurance of the State of New York 
annual address, in which he dis- 
cussed “The New York Rating Law and the 
Fire Companies,” Superintendent Stoddard’s 
remarks were received with much interest by 
enacted law 


delivered the 


1 
h 


Tha! peane? r 
“le meeting, as this recently 


Clothes him with unlimited power in the regula- 

tion of the ® bucineecc S Goa secs ; his 
ne’ business of fire insurance in his 

State 1 4° . e 

slate. In the application of the law he ex- 

Pressed it as his main purpose to have the com- 

panies reach the necessary adjustments dictated 


the law, through counsel among themselves. 





NEWLY ELECTED OFFICERS OF 


THE FIRE UNDERWRITERS 
ASSOCIATION OF THE 


NORTHWEST 


President—George G. March, presi- 
dent, Detroit National Fire Insurance 
Company, Detroit, Mich. 

Vice-President—William W. Higley, 
Minnesota State 
ance Company. 

Secretary—Roberi D. 


agent. Hanover Insur- 


Safford, as- 
sistant manager, Western department, 
National of Hartford. 

Treasurer—A. S. Jacobs, Illinois 
State agent for Queen Insurance Com- 
pany. 

Directors to serve for three years— 
E. S. Phelps, Insurance Company of 
North America, Iowa; John Batters- 
hill, Firemens of Newark, Iowa; Frank 
LL. Britton, Mercantile, Kansas. 











The reports of committees sh« wed | remark- 
able accomplishments of the association dur- 
W. R. Townley, chairman 


scholarship committee, reported that 


ing 


> 


he past year. 
of the 
backed by the Fire 


the Northwes 


enrolled at the Armour Institute of Technology, 
T 
I 


more than seventy students 
Underwriters Association of 


taking the engineering course. Secretary 
ert C. Hosmer, in his report, revealed that t 
membership of the association is now the hig 


est it has ever heen, at the present being 155% 


‘excellent condition, 


an increase of 108 members since last year. 
There are 1338 active members, 192 life, 19 
associate and 9g honorary 

John M. Thomas, chairman of the library 
committee, rendered a very complete report, 
showing that the affairs of the library are in 
and that its efficiency as a 
reference library has improved. In order to 
render a greater service to out-of-town insur- 
ance men, the library has instituted a system of 
out-of-town insur- 
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mailing books requested by 
ance people. 

President Phelps in his address paid tribute 
to the work of W. R. Townley, as chairman 
of the scholarship committee. On the question 
of fire prevention he particularly urged that 
and field men give every assist- 
ance in preaching the gospel of fire prevention 
in their dealing with the public. He particu- 
larly impressed upon the field men to give their 
attention to the subject of acquisition cost 
which is being discussed by the business. 

The suggestion of Charles E. Coates in his 
presidential address last year that the com- 
panies establish a salvage plan for automo- 
biles was again brought up by President Phelps, 
who urged the adoption of some such plan. 
Pensioning old employees by the companies was 


the companies 


recommended by him, as a2 means of attracting 
men to the business and retaining them. 

Case of the National As- 
sociation of Insurance Agents addressed the 
afternoon session on Wednesday, telling of the 
National Association and some ideals for which 
it stands. His remarks were pointed and 
directed at the field men, who largely con- 


President James L. 





stitute the membership of the Northwest As- 
sociation. He urged upon them greater co- 
operation with the agents, in perfecting the 
service which they may render to the public. 
“Tf every local agent in this country possessed 
the three fundamentals of character, ability 
and knowledge many of the insurance problems 
of the day would be solved immediately, said 
president Case. He asked the support of the 
company men in having enacted an agents’ 
qualification law, and said, “As a national asso- 
ciation we are unanimously behind such a prop- 
osition and we most earnestly ask the support 
and endorsement of company executives and 
the men of the field. We are most sincere in 
our desire to assist you in every possible way 
to better a condition which has been, in many 
respects, a menace.” 

Sentiment was added to the program in the 
person of Edgar A. Guest, the well-known poet 
and humorist, who rendered several of his 
choice selections. 

The outstanding feature of the Thursday ses- 
sion was the address of President John B. 
Morton of the National Board of Fire Under- 
writers. The stand of the National Board on 
the developments which are rocking the founda- 
tions of the fire insurance business to-day and 
bringing about a reformation in the practices 
of the business was outlined by President 
Morton. 

The action taken by the assembly of State 
Insurance Commissioners at their convention in 
September, with regard to the establishment of 
a national rating and supervising bureau, was 
the initial act in the reformation of the fire 
insurance business of the United States, said 
President Morton. 

In the dealings of the National Board with 
the Insurance Commissioners on this proposal 
Mr: Morton pointed out that in the discussion 
with the commissioners’ committee which dealt 
with this problem, it was found that 

The commissioners had a fairly good knowl- 
edge of the conflicting rules and practices exist- 
ing in our many different State and sectional 
organizations throughout the country. 

That while some of their suggestions appealed 
to us as rather drastic and impracticable, there 
was in evidence a disposition on their part to 
give full and fair consideration to our presenta- 
tion of the objectionable features. 

That there was a strong disposition on their 
part to assist the companies in making changes, 
as we have long felt were proper and neces- 
sary but unable to accomplish on account of 
the lack of necessary universal co-operation. 

We must admit that for a considerable time 
past we have recognized that there has been 
manifest evidences of dissatisfaction and dis- 
trust within our own ranks in the operation of 
our business; mutterings of unrest, ominous 
clouds threatening a coming storm. We have 
realized that customs and practices that were 
found necessary to meet the conditions of our 
business as it existed at the time such customs 
and practices were adopted, are not now adapted, 
nor do they properly fit, the marked changes in 
the methods, conditions and practices in the 
general business of the present day. 

Recognizing as we must these changed con- 
ditions, why should we hesitate to reform our 
customs, our practices and our methods to meet 
the situation? This question is the more im- 
portant because we have in existence, through- 
out the country, competitors who have recently 
become active in their efforts to secure busi- 
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Retiring President 
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ness and who, not being handicapped as we are 
by conflicting clauses and restrictive rules, are 
that much better equipped to meet the require- 
ments of the present-day business conditions. 

The work which the Underwriters Labora- 
tories is doing in the classification and registry 
of aircraft for insurance purposes was ex- 
plained by Major R. W. Schroeder, aviation 
engineer of the Underwriters Laboratories. 
“This work of Underwriters Laboratories has 
no immediate bearing upon matters of rates or 
premiums for aircraft insurance,” said Major 
Schroeder, “but as the plans become effective 
and their results manifest, insurance rates and 
premiums will necessarily become lower be- 
cause of the increased factor of satety in the 
general use of insured aircraft which the plan 
secures.” 

William N. Bament, general adjuster for the 
Home Insurance Company of New York, in 
an address on “Some Problems in Loss Adjust- 
ments,” reviewed the developments in the ad- 
justment branch of the business during the 
past forty years. He declared that the great- 
est advance that has been made in this direction 
is the spirit of co-operation which has its practi- 
cal manifestation in such organizations as the 
various adjustment bureaus which have branches 
in all portions of the country, and in the com- 
mittee on adjustments of the New York Board 
of Fire Underwriters. He asserted that fully 
65 per cent of the total dollars and cents fire 
loss in the United States is adjusted through 
the medium of these organizations. 

The vice-presidents’ luncheon served in the 
Red room of the Hotel La Salle on Thursday 
was an overflow affair. Entertainment of an 
unusual character was furnished through the 
medium of a clever burlesque on local agents 
and field men’s experiences, written by Howard 
J. Burridge. 


Eugene Hancock of Atlanta, Ga., connected 
with the Royal’s Southern department, died 
Tuesday. 
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HOLDS PENALTIES INVALID 


State Fire Insurance Commission Imposi- 
tions Made Without Authority 

Austin, TEx., October 23.—Penalties im- 
posed by the State Fire Insurance Commission 
cn cities and towns in Texas for bad fire rec. 
ord are invalid and the commission is without 
authority to assess such penalties, held the 
attorney general’s department in an OPinion 
written by Assistant. Attorney General Bruce 
W. Bryant to members of the commission, 

The commission has in the past been imposing 
such penalties under an amendment to general 
basis schedule of 1915 fixing a “charge for bad 
fire record of cities and towns.” 

T. M. Scott, a former member of the com. 
mission, filed a brief with the attorney general's 
department in which he contended that the 
amendment is invalid because not authorized 
by the statute, while Judge William Thompson 
of Dallas, representing leading fire insurance 
companies, filed a brief contending for the 
validity of the amendment. 


An Insurance Sign That Got Attention 

Fitch & Fishering of Fort Wayne, Ind,, re- 
cently started the use of outdoor advertising in 
pushing their insurance business. A number of 
large signs scattered at good positions over 
the city were used at first without the firm get. 
ting any very appreciable response from this 
advertising. 

Both Mr. Fitch and Mr. Fishering were 
rather disappointed at the results secured and 
for a time thought of abandoning this outdoor 
publicity. Then it was decided to do some. 
thing so different on the firm’s signs that 
people would simply have to sit up and take 
notice. 

Various schemes for doing this different thing 
were considered, but at last it was decided to 
play up the single word “INSURORS” in large 
letters directly under the firm’s name on one 
of the signs for the purpose of seeing what 
happened. 

What did happen is told by George Fisher. 
ing, of the firm, as follows: 

The very day on which we made this change 
on cur signs we began to hear from it. People 
stopped us on the street to tell us they'd seen 
our sign and they wanted to know where we 
cot the word “Insurors.” A couple of my 
friends called up on the phone to comment on 
the sign. And for a week or two after the 
appearance of this word on this first sign 0 
ours we kept hearing from it from all sources. 
All of which has convinced us that our sighs 
were being noticed by people when they wert 
iust the regular run of signs. But we fed 
that to get the best out of outdoor advertising 
we must do something different, novel, unusual, 
attention-arresting. 


An Unusual Accident 

An accident of peculiar interest occurred at 
Jackson, Miss., recently, when the rear wheel 
of an automobile came off, bouncing across the 
sidewalk and striking the curved plate-glas 
window of S. H. Kress & Company’s stoté, 0 
Capitol street. On the rebound, the wheel 
broke a second window in the same store. Th 
total damage reached $1000, and the plate glass 
was uninsured. 
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FIRE INSURANCE PREMIUMS IN NEW YORK CITY 


rns made to the New York Board of Fire Underwriters of premiums received in 
New York City, by companies during the first six months of 1922, in comparison 
h of Brooklyn 


«following table shows the retu 
the ih of Manhattan and Bronx, 
with the figures 0 
in the first six mon 


in 1921: 
NAME OF COMPANY 


aay 


New YORK 
American Alliance.......+seescceceee 
American Eagle.....---seee eer ereees 
{merican Equitable. ...--+-+-+--+++- 
assurance Co. of America. ........--: 
Atwood Fire..-...++-- +> 
Bankers and Shippers 
Caledonian-American. . . . 
City of New York....-- 
Commercial Union....----------- 
Commonwealth......---+-++++5 ee 
Continental. . - 
Fidelity-Phenix...... 
Globe and Rutgers. . . 
Great American. ....-- 


Imperial§......+-++-- : 
Importers and Exporters. . 
International. ....---- aes 
Knickerbocker....---- ; 

Mercantile . ne 
Merchants’ Fire Assurance 

National Liberty.....----+++-eeeeee 
Niagar@..... cscs sees ers e cece eee eees 
Northern......-- secrete r rere eeeeee 
North River.....-+eeeeee cece cee eeee 
Mit, v can ae Cenciesin shan eneoa 
Richmond.....--++eeceer rece eeecee 
Gafeguatd......- seers eee eee e cess 
Pre eo 
Stuyvesantt....2+ seer cree reece ee eees 
TAPMELECAD «c/o ssoiscccesinele sw wias egus 
Gy eau sc atie-sieceniscsise Se estes 
Westchester. ...- 0-2 ese errr eee cree 
Retired companies. ....-.-. see eeees 


LLOYDS 
Allied Underwriters........ pecccceee 
American Exchange Underwriters. .... 
American Lloyds......-+++eeeeeee ees 
Individual Underwriters. ............ 
TRB oss.ccxes 
New York Fire Lloyds....... tate 
New Yok Merchants’ Bakers’ Sec'ties. 


New York Reciprocal U nderwriters.... 


North American Inter-Insurers....... 
Uititerl EAtOS PAOVES. << io o:cscc-0 sc ee 08 
Workingmens Fire Ins. Society........ 
Retired COMPANICS....0 60sec es ccences 


New York STATE 
Agricultural, Watertown. ..........-+ 
PE EE Ra re 
ER BMI 5 <.o -sic a oo wie vw cneae 
COUMGOE FIBORY, 6. aioic ws sos ac vane 
Excelsior, Syracuse... .... 
Glen Cove Mutual 
Glens Falls, Glens Falls.............. 
New York State, Albany... ......6.+: 
MIME EIT 5, 5-0 a'%e 6 0ro('b eam ccs sai bs4.990 
MEMMRMCHINDOSICS 5 6 s.5.5. 5:4. 2-s,0 018 hee wa 


CALIFORNIA 
California, S n Francisco..........++ 
Firemans Fund, San Francisco........ 
Home F, and M., San Francisco...... 
Pacific Naticnal, Sacramento......... 
Retired companies... .......c00000e 
CoLORADO 
Merchants, Denver.............. 


A ConneECTICUT 
Atna, Hartford.............. 
Automobile, Hartford........ 
Connecticut, Hartford....... 
Hartford, Hartford... .... 
National, Hartford........... 
Orient, Hartford.......... 
Phenix, Hartford.......... 
Security, New Haven 
Standard, Hartford 


. District oF COLUMBIA 
Firemens, Washington 
| 


: GEORGIA 
Georgia Home, Columbus... . 


7 ILLINOIS 

Chicago F, and M., Chicago. . 
Federal Union, Chicago....... 
Great Lakes Fire, Chicago 
Millers Mutual, Alton............... 
Ma Owners Mutual, Chicago... . 
Marquette National, Chicago 
Millers National, Cieaco.........«. 
Protection Mutual, Chicago 

tired companies é 


‘ INDIANA 
Grain Dealers National Mutual... . 
5 lana Lumbermen’s Mutual 
terling, Indianapolis 
Retired companies 


1922 


$78,549 
185,726 
211,547 
69,877 
12,444 
31,206 
5,880 
155,084 
32,090 
69,896 
500,212 
§ 2 





203,724 
210,438 
38'743 
361,040 
74,905 
150,102 
83,435 
34,627 
83,197 
59,709 
353.599 
1,611 
157,805 


1,684 
13,106 
33,022 
43,819 

365 

3 
4,395 
54,952 
28,745 
51,112 
2,873 


92,812 
6,354 
42,208 


10,878 


331,611 
156,434 
75,905 
257 ,672 
185,973 
83,611 





34,063 
34,693 


18,718 


2,069 
10,962 
3,789 
17,683 
11,014 
83,170 
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Manhattan and 
1921 


$92,422 
158,784 
219,609 
49,774 
16,806 


68,466 
330,139 
20,460 
156,535 


40,228 
31,834 
“5,251 
14/800 


110,471 
11,452 


40,918 
117,993 
24,130 


393,883 
143,693 
76,750 
196,607 
208,239 
92,558 
153,169 
53,660 
20,569 


26,549 
47,995 


15,684 


10,450 
67,732 

1,437 
16,539 





i i se 2ding years; als =miums i > Boroug 
corresponding periods of the three preceding years; also the premiums in the EF . of ] 
; ae of 1922 as reported to the Fire Insurance Salvage Corps, compared with those of the similar period 


Brooklyn 





Bronx 
1920 


$114,138 
260,911 
306,340 
80,761 
39,343 
498 
133,202 
34,767 
112,186 
889 388 
361,366 
585,458 
696,263 


36,132 
217,460 
144,492 
37,812 
69,568 
58,128 
108,477 
263,149 
106,849 
245,435 
218,739 
335,665 
40,980 
272,097 
57,623 
180,298 
64,058 
56,700 
69,936 
73,060 





4,480 


133,147 
18,817 
31,088 
18,161 
48,759 
14,927 

124,230 
35,262 


52,248 
135,041 
32,591 


19,806 


554,067 
216,671 

87,217 
259.512 
308,495 

97,205 
178,098 


36,879 
41,158 
26,473 
30 
16,241 
85,793 
88 
102,639 


1919 


$74,351 
133,132 


467,735 
244,918 
350,666 
483,793 





14,877 





” 
170,765 
183,866 
32,890 
213,815 
45,008 
118,868 
57,031 
38,386 
14,207 
65,540 
281,938 
21,320 
163,407 
36,945 


3,532 
16,294 
15,384 
35,560 
41,889 
27°748 
"2.999 


110,303 


96,853 
13,012 
27,737 
14,916 

8,727 
90,740 


68,859 
99,366 
24,311 


22,086 
13,478 


442,173 
109,092 
71,786 
184,685 
187,144 
80)442 
125/321 
46,112 
28,993 


13,906 





1922 


152,088 
56,044 
137,220 

4865 








36,814 

47,117 

14,201 
3,1 





3,992 


26,287 
9,225 
24'819 





3,797 


100,057 
70,021 
86,044 

248,037 





357 
1,638 
33,644 





1921 


$1 
4 
2 
1 





15,535 
39,496 
144,266 
163,579 
94,692 
115,671 
8,661 
38,103 
197,181 


7,695 


4.527 
9,890 
7,486 

91,145 

50 

79,681 





4,991 


107,587 
44,467 
68,326 





569 


3,031 





Selling Service as Well as Insurance 


“Service” is one of the most overworked 
words in the salesman’s vocabulary. Every- 
body advertises and talks service; but, it may 
be added, not everyone is in a position to deliver 
the goods. The man who prepares himself to 
render service, so that he can back up his 
faith with his works, as it were, is going to 
renew close to 100 per cent of his business: 
while the solicitor of the other kind will have 
to keep putting a big lot of new business on 
the books to make a showing. 

This is perhaps more true of the liability in- 
surance proposition than any other, because 
every risk involves technical considerations 
which the solicitor ought to be familiar with, 
in part at least. Since the situation has been 
complicated in many cases by the estbalishment 
oz compensation systems, to which coverage has 
deen extended, it is evident that the liability 
man who wants to be able to render service 
must know his business from the ground up; 
and in this case knowing his business means 
also knowing the business of the customer. 

Until the “safety first” movement got under 
headway, a lot of manufacturers resented the 
idea of having inspectors from insurance com- 
panies poking around their plants and making 
seemingly impertinent suggestions regarding 
ways and means of preventing accidents. They 
thought that when they paid their premium to 
the insurance company, they had a right to 
have as many accidents as they liked; and they 
usually had them. 

Interest in safety first ideas, however, has 
changed the inspection, from the standpoint of 
soliciting and holding the business, from a lia- 
bility into an asset. In other words, instead of 
having to explain apologetically that the com- 
pany’s inspector will be around to look the 
plant over, the solicitor can expand on the 
matter of service to the customer which will 
te thus provided, inasmuch as he will be able, 
through the suggestions and helps the inspector 
can provide, to enlarge the factor of safety in 
his manufacturing operations. 

In this connection, of course, it pays the 
solicitor, as well as the inspector, to keep on 
the lookout for ideas which can be used in a 
manufacturing plant in safety-first work. Not 
long ago an insurance man called on a cotton 
mill owner and found that the latter had taken 
photographs showing the right and wrong way 
to handle certain operations, and that these had 
been framed and posted in the departments 
where such work was being done. The manu- 
facturer reported that the employees had been 
interested in the pictures, and that accidents had 
become less numerous. The keen interest of 
the solicitor in this feature, by the way, gave 
him more standing with the textile man, who 
had his business with another company; and 
this made it easier to solicit him and to get a 
hearing. 

The liability agent left the plant, however, 
with a good, live idea that he could apply in 
every other factory in his community; and he 
lost no time in putting it into effect. The next 
man he solicited was in the woodworking busi- 
ness, operating a box factory. Everybody 





FIRE INSURANCE PREMIUMS IN NEW YORK CITY—Continued 


NAME OF COMPANY 


Iowa 
OTS Ue IG aaa ar ee 
Hawkeye Securities Fire, Des Moines. . 
Mill Owners Mutual................ 
ee ees | en 
North American National, Des Moines. 
Metred COMPANIES... . osc cvcccees 
KENTUCKY 
Henry Clay Fire, Lexington.......... 
LOUISIANA 
La Salle Fire...... 
Mechanics and Traders. . 


MARYLAND 
mmltimsore American... . .. 5. 006kiees 8 
Baltimore Mutual.......... Sieh SERN AD 
eee ere 


MASSACHUSETTS 

Berkshire Mutual, Pittsfield.......... 
NE RNIIIR So <5 50 5)556 Gi wis o's 5is'ers ivi 
NOVEM HEU 5 oo oai0 sos 38)4. 6.6 oda die ae 
Fitchburg Mutual, Fitchburg....... : 
Lumber Mutual, Boston............. 
Massachusetts F. and M., Boston..... 
Merrimac Mutual ............i0s00%% 
Old Colony, Boston... 6. .....sc0005 

Seeegueid O°. I WL. 6 5. soc cee se eaies 
United Mutual, Boston.............. 


MICHIGAN 
Detroit F. and M., Detroit........... 
Inter-State, Detroit.......... ener 
Michigan F. and M., Detroit......... 
Retired companies. .........0... shar 
MINNESOTA 
Minnesota Fo and M. ..... .c .s..s004-0 
Minnesota Implement Mutual........ 
Northwestern F. and M............. 
St. Paul F. and M., St. Paul......... 
Retired companies................+. 
MiIssouRI 
American Central, St. Louis.......... 
RSEOP ERM SON GMELE soe. ate 'n9 2 0s rs 
SE a ee ee 
NEw HAMPSHIRE 
ee ene re 
Granite State, Portsmouth........... 


NEw JERSEY 
PRON, TNOWOIE «.. 3.65.0 6s ose wie'e 
Atlantic City Fire, Atlantic City...... 
SUM Scale Searpe teva calpv chassis oS -08% 
Columbia... . 
| SE Sa a Ss A ee eee 
Firemens, Newark.......... 
Newark, Newark............ 
ee ne ere 
New Jersey, Newark................. 
ee ee 
PRPNWEM CONINARIES. . ... 020 ce es coc eee 
Nortu CAROLINA 
ee. eee eer 
North Carolina Home............... 
PRR MRNIY,, os oo sons os'pe sete 
OHIO 
American Druggists, Cincinnati....... 
American National, Columbus........ 
Central Manufacturers, Van Wert..... 
Cleveland National................ 
PIRRARAE NUIOIR 5 og 500.6 co woke a sem 
Lumbermens Mutual, Mansfield...... 
Ohio Farmers, Le Roy............... 
Ohio Millers Mutual, Canton....... ; 
Ohio Mutual, Salem...............-- 
Reliable, Dayton..........0:2+-see8: 
Retired companies... .......00+0-: 
OREGON 
Pacific States Fire............2.s000: 
PENNSYLVANIA 
Allemannia, Pittsburgh........ 
Alliance, Philadelphia............ 
City, Sunbury........ 
County Fire, Philadelphia............ 
eS a Re eer reese 
Fire Association, Philadelphia........ 
Franklin, Philadelphia.............- 
Globe Fire, Pittsburgh.............. 
Girard F. and M., Philadelphia. .... : 
Graphic Art Mutual, Philadelphia..... 
Independence, Philadelphia........... 
Ins. Co. of North Am., Philadelphia... 
PO eR ge. @ 
Keystone Mutual, Philadelphia....... 
Lumbermens, Philadelphia........... 
Manton Mutual, Philadelphia........ 
Mechanics, Philadelphia............. 
Millers Mutual, Harrisburg.......... 
National-Ben Franklin, Pa.......... 
National Mutual, Philadelphia... F 
National Union, Pittsburgh......... 
Pennsylvania Millers Mutual. 
Pennsylvania Lumbermens Mutual.... 
Pennsylvania, Philadelphia....... 
Peoples National, Philadelphia... . 


Republic, Pittsburgh...............- 
Superior, Pittsburgh...............-- 
Tested DGIOTICAN. ......0. 0500 scsssoees 

United Firemens, Philadelphia........ 
Victory, Philadelphia................ 
Retired companies. ...........-200- 


1922 


THE SPECTATOR 


FIRE AND CASUALTY SECTION 


—————Manhattan 


79,912 
9,127 
13,639 
2,240 








168,927 
802 
95,283 
44,701 


99,230 
96,175 
54,580 
14,287 
26,461 


23,761 
23,511 


5,991 








16,600 
59,856 
284 
46,649 
982 
2,167 
117,863 
75,046 
46,071 





1921 





3,518 
6,170 
2,189 

17.108 
30,481 

133,200 

1,004 


31,007 
5,015 
37,783 
95,417 
6,306 


42,671 
12.414 


130,075 
80,669 


119,300 
124.000 
44,418 
11,576 
19,134 
57.723 
56,953 
66,698 


and Bronx——-—-———— 
1920 1919 
99,954 47,831 
"1,434 "1,466 
19,368 


146,630 
27,370 


137,715 
95,510 
86,966 
17,407 
20,001 
84,261 
99,266 

140,983 





3,029 








115,761 


138,102 
1,030 
85,636 





14,982 
11,965 





20,669 
60,360 





———Brooklyn——— 
1922 1921 
19,245 20,543 
480 883 
2,031 2,714 
eS eT oe 
3,164 5,144 
racer 4,994 
1,314 3 O82 
i aie 
24,543 18,518 
6,239 5,322 
WGeadeag 838 
343 
31,291 
1,758 
1 684 
1,744 
5,948 
“6.916 
21,663 
522 
9,252 13,132 
3,170 1,286 
9,940 12,290 
Peo rr 23,926 
1,508 2,150 
615 sake 
SOG5B nv ves 
23,028 19,152 
Ee outers 1,700 
27,541 17,584 
27,646 25,699 
| a re. 
9,874 17,010 
1,272 1,551 - 
31,011 20,502 
35,699 30,176 
55 1,089 
65,102 42,202 
22,025 17,754 





71,063 
13,260 
29,441 
15,800 

9,692 
12,281 


Thursday 


knows that this is one of the Most difficy) 
classes to handle, and that a great many lt 
en penn onan to: he geemiated happen jy 

“Do you have much trouble Setting yoy 
employees to see the difference between the 
right and the wrong way to do things ?” in 
quired the solicitor. J 

“Yes, I do,” said the box man. “We employ 
a lot of youngsters between 16 and 18 years 
of age for some classes of work, and the 
boys are hard to train. Most of our accident 
happen when they do something they have been 
repeatedly warned about.” 

“Why don’t you demonstrate by means oj 
Then he went o: 
to explain how it was done in the other plan: 
The box manufacturer was interested, and saij 
that he appreciated the suggestion. He appre- 
ciated it sufficiently to listen to a strong solicits. 
tion of his business later on, and the agen 
finally got the contract. The safety first mat. 
ter was simply the entering wedge. 

This same agent, who has such a good “nos 
for news” that he would have made a fine re. 
porter, ran across another good stunt recent); 
in the form of a “safety first” manual which 
has been published by a big plow manufacturer 
in his town. This manufacturer is up-to-date 
in every respect, and has taken the lead by 
putting in the hands of each employee a text- 
book on accident prevention. It covers all of 
the departments of the factory, including the 
woodworking department, machine shop, fow- 
dry, polishing, grinding and finishing section, 
department, warehouse, _ power 


pictures?” asked the agent. 


assembling 
plant, etc. 

The agent pounced on one of the booklet 
with keenest interest. 

“Here’s a good talking-point,” he said. ‘! 
can suggest a similar booklet to other matw- 
facturers; and then, too, I can use it to wor 
up accident prevention talk for those in the 
epecial lines covered by the manual.” 

The plan worked out nicely, and he fou! 
that many concerns appreciated being told 0! 
the booklet, and were willing to apply the ide 
to their own businesses. He was killing two 
birds with one stone in cases of this kind, i 
he was helping to improve his position wit 
them, as a salesman of insurance, and he wa 
also assisting to make each risk a better me 
as the use of the accident prevention bot 
would undoubtedly have that result. 

The solicitor who keeps his eyes open ™ 
safety first material can make himself we 
come at every factory, because the heads «! 





manufacturing plants are on the lookout a 
new ideas in this connection. They will re 
ize that besides soliciting their business ™ 
agent is prepared to render service in a 
important connection. 

Reference was made above to the fact tha 
vorkmen’s compensation, introducing 4 ™ 
and unfamiliar element, gives the insurat 
agent more opportunities, as well as great 
duties. One solicitor, in a State where © 
compensation statute was not carefully drat 
performed great service for his customefs “ 
prospects by working up a list of the class 
of manufacturers affected by the law. It hap 








Equi 
Hop 
Pawt 
Provi 
Rhod 
Merc 
Narré 
What 
Retir 


Mille: 
Retire 


Virgin 
Whee 


Conco 
Hardw 
Milwa 
North’ 


British 
Wester 


Union 
Retirec 


Al reille 
Genera 
Nation: 
Phenix, 
Union, 

Urbaine 


Nether! 


Fuso, T 
Tokio A 


Atlas, L 

British ( 

Eagle, § 

Caledon 

Century 
Commer 
Law, U1 
Liverpoc 
London 

London | 
London : 
London 
North B: 
Norther 
Norwich 
Palatine, 
Patriotic 
Phoenix, 
Royal, L 
Royal Ey 
Scot, Uni 
State, Li 
Sun, Lon 
Union, L, 
Yorkshire 
Retired c 


New Zeal 
Retired c 


Svea, Got 
. A 
Alliance, ] 
Alliance, } 
American 
Atlantic ) 
Boston, B 
British an 
Employer. 
Federal, J 
ome F, ; 
Indemnity 
Importers 
Ins, Co, of 
Marine, I, 
Maryland 
North Chi 
Norwegian 
Ocean Mar 
Pennsylya: 
oenix, L 
Providence 
Reliance \ 
Royal Exe 
yea, Livery 
ames an 
Tokio, Tok 
Union Mar 
-S. Lloye 
Retired co 


Aut 
Loc: 
Othy 
Totd 
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} : ! NSURANCE SECTION 
tt difficni FIRE INSURANCE PREMIUMS IN NEW YORK CITY—Continued nened tl 
F “ Rh vee vene 12 z rez : “ys 
lany acci- NAME OF COMPANY - — ——Manhattan and Bronx- ore > Braokiva——— “e | at a great many ordinarily included 
922 192] 992 os ye in such measures we f 
happen In RHODE ISLAND si es — 7 by maki 4 es sneer _ babe and the agent, 
pyitable, Providence... Pega 23,246 1,349 22,567 16,712 34.530 29,002 - ing a point of acquainting himself with 
: >) al, Soe Parris her eres +,4° ? Q > 4 > >» 29¢ . : . 
ting. yee Hope Mu ho eagle % aa er es ease eeege 1e details of the measure and its omissions, 
idence Washington, Providence . 3,36 3,08: 25 148 39'315 a imself in a positi 
ween the eg povicu. gin 106,082 ger 32,812 14,962 put himself in a position to act as adviser of 
tii Ride Il Mtl, Providence dae: rst 30,410 16,512 18,033 local manufacturers. They called on him freely 
Narragansett Mutual, yidence..... 513 "Oa4 f i ic . 
What Cheer Mutual, Pawtucket...... 4553 ass 1 the information, and he got a reputation 
™ tired companies.......- - cae = ghee : © >i ] i : 
Ve employ Retired compa ican orate pois nye a ee i or being an agent who could give service. 
18 years Millers Mutual, Fort Worth. . 225 624 730 295 pars ™ The casualty man who is selling liability in- 
eee ek 2 } ‘ 7 ; Or surance : i i f f ¢ 
and thes Retired comy a eakew sts See, «See 20,171 area 1,385 surance must equip himself carefully for his 
- accidents Virginia F. and M.., Richmond...... 49,041 44,842 59,091 42,257 11,027 8,903 eae if he expects to succeed. The character 
me West VIRGINIA ; of the business is such the Ss aceeiueeas 
have bee Wheeling Fire, Wheeling... .. Sets 5,147 7,336 14,459 14,800 is. ‘bab ieaedins 5 Sh Tah He 
WISCONSIN BS h ne really capable man, who has mastered 
. Concordia, Milwaukee........ ee 120,225 104,62( 26.12 527 F w. the subjec ri 1 e Fe Sj “eeDi 
Means of ss Dealers Mut., Stevens Pt... 1499 as 4 126,128 91,527 59,108 16,099 ject, will find the rewards in keeping. 
© went o: Milwaukee Mechanics... 3,881 723 109,213 74,512 24,060 27,350 
Northwestern National, Milwaukee ol 39 298 39 771 25 TRE 
her plan! C ( 35,186 64,455 
’ aa ANADA . 
, and said British America, Toronto Sere: 80,579 92,024 118,088 97,542 24.5 2 Boston Fire Insurance Cour 
. i Western Assurance, Toronto.......... 80,874 103,240 100.719 95 a4 ere ye Ant ” 
He appre. peli , 3, Announcement has been made by the Insur- 
ie solicita- Union ee Society........ aso 44,571 55,234 65.328 13.556 12.586 10,917 ance Library Association of Boston of the 
EN MARK sc fF jec : : 
the agent CO ..yig ee eiuie —_— cee s¢ hedule of lectures covering the subjects of the 
first mat. eae SF ae hth irs wee first year in the fire bran 
RANCE yee ch of the cour 
Abeille, Paris.......+---- eel Nenana 3,279 22,569 4 471 1.641 the Insurance I ‘ c : arse Of 
Generale, Paris... .. ae ee 23,603 22,737 23,226 18,457 16/881 eines nstitute of America. 
“tonnla Pari 7 3 —< 3,4: * : 7 3 
ood “nos Nationale, Paris pee . sae, 18,280 21,823 21,901 1867 6056 Lectures beginning November Io, 1922, will 
enix, Paris.......++-- Pie 34,396 SLI 36,028 5,804 3.840 cee 2 ’ ed) 
a fine re- Union, Paris......----- Ets wanes 9/432 24°74 24/454 18,712 5.621 3595 be given in the Assembly Room of the New 
+ anal Urbaine, Paris....... aa Sere sere 18,612 23,968 30,940 20,436 7,376 9/081 England Insurance Excl ae : # 
th lene ties oes surance Exchange, 141 Milk street, 
ual which Netherlands, The Hague.........-. 26,470 34,279 110,008 39,566 7,025 1,995 Boston. There will be two lecture periods 
vf JAPAN x rening: 3 
nufacture ed, ee ” each evening, from 6.10 to 8.30 p. m. 
at Li 2 ea ee pag ame feeees sees 6 eee soe 5 : 
up-to-date Tokio M. ar F., ne co area dey 57,540 63,051 91,800 39,590 23,914 22,954 The subjects covered are as follows: Prin- 
}REAT BRITAIN iple i > of Fir . 
e lead by NH RAURGHAOMI ewes oi neces etcinuatst 113,318 $2,309 93,312 81,915 32,148 si aye Bn of Fire Insurance, Fire In- 
ee a text: British General, London............. mC. ne 10. surance Contract: T icy ildi 
' tl of Fagle, Star & Brit. Doms., London.... 24,327 24,217 2384 +] rs " — : eons an 
ers all oi Caledonian, Edinburgh... ---.. +++ ++; 5 109,796 134,307 16,277 struction, Fire Prevention and Protection: 
° tho Century, Hemibureb. 0.6. sc ccceess 56,194 22,596 67,497 i e , inci . ‘ 
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WISCONSIN INVESTIGATION 
Rehearing on Rate Reduction Troublesome 


Mapison, Wis., October 23.—Insurance 
Commissioner Platt Whitman has taken un- 
der advisement the question as to whether he 
shall ask for an order of the Dand County Cir- 
cuit Court compelling W. L. Lerch, Western 
manager of the Great American Insurance 
Company at Chicago to. answer the question 
propounded to him in the insurance investiga- 
tion here or to be certified for contempt. The 
law in Wisconsin requires witnesses to answer 
and upon refusal to do so they may be jailed 
by order of the Circuit Judge. 

Commissioner Whitman has under investiga- 
tion the proposed rules and regulations author- 
ized by law applicable to the fire insurance 
companies of this State. Five years ago the 
legislature passed a law authorizing the com- 
panies to form an inspection bureau for the 
purpose of rating and giving them authority 
to make such rules and regulations as might 
be approved by the commission. 


Mississippi’s Insurance Commissioners 

Mississippi, that limelight State which has 
caused underwriters so many sleepless nights, 
now has two gentlemen who affix the title In- 
surance Commissioner to their signatures. A\I- 
though T. M. Henry was ordered removed 
from the office by the lower court, he has ap- 
pealed and is still holding office by virtue of 
the appeal. In the meantime, a letter dated 
October 10, received from Excell Coody, an 
attorney-at-law of Jackson, Miss., selected as 
T. M. Henry’s successor, is signed by Mr. 
‘Coody as Insurance Commissioner. 

A communication from T. M. Henry, signed 
by him as Insurance Commissioner, dated 
October 13, says: 

How did you get the impression that Hon. 
Excell Coody was Insurance Commissioner? 
I thought you kept up closer with things than 
this. It might not be out of place for me to 
inform you that he is not now, and never will 
be, Insurance Commissioner, so far as it lies in 
my power to prevent the same. In the future 
you might address your communications to the 
undersigned. 


Rhode Island Association is Loyal 
[To the Editor of THe Spectator] 
Another insurance journal has published an 
article in its last issue under the heading “New 
England May Quit National Association.” 
That report is absolutely false, as Rhode Island, 
one of the New England States, has no inten- 
tion of taking any such action. We are loyal 
to the National Association of Insurance Agents 
and so far as I know every State in New Eng- 
land is a staunch supporter of the national 
organization. I just want to give you this in- 
formation in time that if you contemplate 
printing anything on the matter you know 
where Rhode Island stands. 
Respectfully yours, 
Wa tter H. Rosrnson, 
Secretary-T reasurer. 
Providence, R. I., October 24. 


George E. Thompson, who represented the 
Northern Life Insurance Company of Seattle 
as its general agent for the past thirteen years, 
with offices at Bellingham, Wash., died at his 
home October 14, after a protracted illness of 
several months. 
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UTAH UNDERWRITERS MEET 


Insurance Commissioner J. W. Walker and 
John D. Spencer Speak 

Sart Lake City, Utan, October 23—A 
meeting to consider the proposed agents’ 
qualification bill was held by the Utah Life 
Underwriters Association at the Commercial 
Club, the principal speaker being Hon. J. W. 
Walker, State Insurance Commissioner. Mr. 
Walker said it was regrettable that many in 
the business did not have any ideals above 
those of making a living for themselves. They 
seemed to have no determination to keep their 
record above reproach. “I could shed tears at 
the record of some of our agents,” said the 
Commissioner. 

John D. Spencer, widely-known life man, 
who spoke on Service to the Public and the 
Agents’ Obligation, said agents should pass 
some examination before taking up insurance 
work, as 99 per cent of the people written up 
know nothing about the insurance business or 
the company protecting them. 

J. D. Buchanan President of Actuaries of 
Toronto 

At the last regular meeting of the Actuaries 
Club of Toronto, held recently, John D. Buch- 
anan, actuary of The London Life Insurance 
Company, was elected president of the club, and 
A. W. Johnston secretary. 
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Harry A. Bryan Earns Promotion 

Des Mornes, Ia., Oct. 24.—Harry A, Br 74 
whe has been resident vice-president ps 
American Life Insurance Company of aus 
has been transferred to Detroit, where he i 
been named assistant to the president. Me 
Bryan has been identified with the company 
since it reinsured the Des Moines concern, and 
was with the Des Moines company from 190s 
serving as cashier, auditor, treasurer and 
sistant secretary, and was appointed secretary 
in May, I92!. 

American Institute of Actuaries 

The fall meeting of the American Institute 
of Actuaries will be held at the Chase Hotel 
St. Louis, Mo., on November 2 and 3: The 
chief general subjects that will be discussed 
are agency problems; reinsurance; disability 
and double indemnity benefits; conservation 
of business; reinstatement of lapsed Policies, 
and substandard insurance. It will be observed 
that the topics selected are of a very practical 
nature. 


IX. H. McKinney, M. A., who becomes assist. 
ent secretary of the Ontario Equitable of 
Waterloo, Ont., has been connected with the 
company almost from its inception. He is a 
graduate of Toronto University and before 
joining the Ontario Equitable he was for some 
time in the service of McKay and McKay 
Toronto. " 

Harve G. Badgerow of Chicago has been 
elected a vice-president of the Continental 
Casualty Company of that city. 

Fred R. Rueffer, cashier of the Ontario 
Equitable of Waterloo, Ont., has been ap- 
pointed treasurer. Mr. Rueffer’s insurance ex- 
pertence dates back to 1908. 





Bullet-Proof Glass Latest Invention 





SHots Firep FroM A Pistot Fartep to Break Tuts GLAss. 


Peruaps It Witt Protect 


Property Owners From Loss THROUGH BroKEN WINDOWS 


24 











Octol 


ee 


Im 
Bir 
ance cc 
interest 
Spent $: 
Partmer 
equipme 








lursday 


on 
- Bryan, 
Of the 
Detroit, 
he has 
it. Mr, 
-OMmpany 
ern, and 
M. 1905, 
and as. 
ecretary 


S 

Institute 
> Hotel, 
3. The 
iscussed 
isability 
ervation 
policies, 
)bserved 
ractical 


S assist: 
able of 
vith the 
Te isa 

before 
or some 
McKay, 


as been 
tinental 


Ontario 
en ap- 
nee ex- 














October 26, 1922 





THE SPECTATOR 


FIRE AND CASUALTY SECTION 


Insurance Firm Wins 


Advertisement Prize 


Who Pays— 





—When an Auto Runs “Wild,” 

— When a Boiler Lets Loose, 

— When a Gasoline Tank Explodes, 

— When. a Child Is Struck Down, 

—When Cars Collide, 

— When.a Trusted Employe Absconds, 

— When a Home Is Burglarized, @ 
— When Any One of Thousands 


of Accidents Occur Daily 


Not the F ellow or F irm. Covered 
By a Columbia Liability Policy 


Yesterday, that is fifteen years ago, there were scarcely 90,000 motor cars in use; today, we have 
10,505,660 cars, or one for every 10 people. 
Yesterday, auto smash-ups didn’t occur at the appalling rate of today—62 every hour—that’s one a 


minute! 

Yesterday, the court verdicts in motor accidents seldom exceeded four figures; today, verdicts of 
$25,000, $40,000, $50,000 are not uncommon 

If your autome bile policy is one of a $5,000 limit, and you are called upon to face a $25,000 ver- 
dict, it will mean that you will have to make up the 20, 

The COLUMBIA can furnish you with protection fo 
few cents a day. 

Consult your insurance adviser— 





fr any amount. The increased cost is only a 


And what is true of automobile accidents is equally true of a relative increase of other 
Tatalities in all other lines of risks. 
A Columbia policy protects you against all losses 


You Would Be Legally Liable If Someone Upon or About 


Your Premises Suffered Injuries Resulting From: 


mishaps and 










plosions—Lamps, kitchen boilers, waterbacks, steam t eating boilers, furnace flare-back. 
Falling Objecte—Chimney bricks, plaster, sn or ice s! 

‘ripping or Falling on account eee ealike h coverings, icy sidewalks, slippery 
floors, insecure railings, open fence gates, unguarded 
William , of Omaha, was wailed damage: 00 for broken lag received from a fall into an 
elevator shaft. 
Recent; 8 supporting a twenty. -five tho nd gallon sprinkler tank on the roof of a five-story 


timber: $ 
building gave way and the tank crashed through ail ele floor of the 
basement, causing destruction to the building, inj i 
A General Liability policy in the Columbia Casualty C 
suits involving personal injuries or death. 
it Pays. (Within the policy limits) 
(a) The amount of damages assessed against you in an act 
(b) The ‘amount agreed upon between the Company and the claimant where the cl 
out a legal action 
(c) The expense of the Company’s investigation. 
(d) The expense of providing whatever surgical and niedical rekef i 
It Defends You: (Without Additional C ost) 
Against law suits to recover damages on account of s 
wholly groundless, false, or fraudulent It is better to 
SAFE. Let us tell you more about the Columbia Gereraf 


W. B. Leedy Real Estate & Insurance Co. recom 
policy in this staunch company as the strongest p on 
you could have against loss from accidents or occurrences of 
all kinds. 





count of claims or 





laimant settles with- 


immediately necessary 










eath not such suits are 
SOR RY s so LITTLE to be 


Our record of more than 36 years constant insurance serv- 





ice to Greater Birmingham people is your guarantee of the 


value of our advice to you. 


Don’t Take a Chance! 


A Columbia Policy Will Protect You 
Phone Us for Full Particulars 


W. B. Leedy 


Real Estate & Ins. Co. 


* GENERAL AGENTS 


112 North 21st Street Phone 3265 Main 
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“Better to Be Safe Than Sorry” 


Copy or THE W. B. Leepy Reat Estate & INsuRANCE CoMPANY ADVERTISEMENT, Herp to Be Best PRINTED IN 


PAPERS OF 


BIRMINGHAM, 


ALA. 





—————— 


Improvements in Fire Department American-LaFrance 
BirMincHAM, ALA., October 20.—Fire insur- five 
ance companies operating in this territory are alarm system; 
interested in knowing that Birmingham has 
spent $334,837 for improvements to the fire de- 
partment in the past few months. Additional 


equipment purchased included a 750-gallon 


installed. 
one or two 
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triple-combination pump, 
White chassis and a entirely 
twenty-seven fire hydrants were 
Plans are now in the making for 
new fire stations. 
shingle roofs have recently been condemned 
and composition roofs substituted therefor. 


The Waterloo city council has at last decided to 
carry workmen’s compensation insurance on its execu- 
tives and employees. The latter include police and 
firemen. The insurance provides for $15 per week to 
be paid to those unable to perform their duties after 
two weeks of disability. Heretofore, the city has been 
content to pay doctor bills and hospital service for 
civil service employees. 


new fire 


A number of 





DISPENSES INFORMATION 
Commercial Union on Coal Shortage 
VALUABLE CIRCULARS ISSUED 


Company Doing Great Work in Effort to 
Minimize Losses Due to Carelessness 
Resulting from Present Crisis 


Coal shortages reported from all over the 
country are not a little source of worry to the 
fire insurance underwriters. The reasons for 
such worry are multitudinous but in the main 
they center around the proclivity of human na- 
ture to keep itself warm in some fashion which 
will result in forcing and in the use of danger- 
ous substitutes. The fire losses of this country 
are already sufficiently large without the in- 
jection of new causes for their increase. 

Some effort has been made by various un- 

derwriting bodies to check the carelessness 
which is sure to follow the coal shortage. The 
best of such advice comes from the Commer- 
cial Union Assurance Company, which in two 
letters to its agents has distributed some ex- 
ceedingly valuable information regarding the 
proper use of coal and regarding the care of 
automatic sprinkler systems. 
‘ The campaign of the Commercial Union has 
received wide publicity in newspapers and 
magazines all over the country. The company 
has forcibly called the attention of its agents 
to the valuable service they are in a position 
to render in the matter of pointing out safe- 
guards and suggesting helps to relieve difficul- 
ties arising out of the coal shortage. 

The first of the two letters mentioned re- 
lates to fuel conservation in power plants and 
reads as follows: 

FuEeL CONSERVATION IN Power PLANT 

Conserve fuel in your power plant by follow- 
ing these suggestions: 

1. Weigh the coal and record the amount of 
coal used on each watch or shift. 

2. Measure the feed water and see that same 
is properly heated. 

3. Make provision for the correct 
of air to the fuel and see that the draft is 
properly controlled. 

4. Keep boiler surfaces clean on the inside 
and outside and see that the boiler is regularl; 
blown out. 

5. Keep the grates in good repair and see 
that the settings and breechings and access 
doors are kept free from air leakage and that 
the boiler surfaces, which waste heat, be cov- 
ered with proper insulation. 

6. That the surfaces of the steam piping, 
the drums and feed water heaters are properly 
covered with insulated material to prevent any 
loss by radiation. 

7. Stop all steam leaks and keep the 
traps in good repair to prevent steam blowing 
through. 

8. Utilize exhaust 
to the exclusion of 
boilers. ; 

9. Place some competent man in your plant 
to be detailed for the work of fuel conserva- 
room. 


tion in both the boiler and the engine 


supply 





steam 


steam wherever possible 
direct steam from 





ANTHRACITE IN HEATING 
FURNACES 

1. No. 1 buckwheat, and even small sizes of 

anthracite coal, can be burned in the ordinary 

furnace with shaking and dumping grates, if a 
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bed of ashes is allowed to accumulate under the 
coal, providing there is sufficient draft. 

2. The average furnace, for at least 60 per 
cent of the time, operates below its capacity and 
during such times steam sizes of coal will sup- 
ply the necessary amount of heat. 

3. The smaller sizes of anthracite can be 
used at night to bank fires and on warm days, 
thus saving the larger sizes for use in severe 
cold weather. 

4. At night, after the fire is shaken down 
and some of the larger coal put on, the fire 
can be banked for the night by shoveling on a 
top dressing of No. 1 buckwheat. 

5. In the morning, the furnace should be 
shaken dewn as usual and fired with some of 
the large coal. 

6. In mild weather, after the fire has begun 
to burn well, it can be checked or banked up 
by using a quantity of buckwheat as a top 
dressing. 

7. The two sizes of coal should never be 
mixed, but kept in separate bins. The buck- 
wheat should be used only as a top dressing. 


MrxTuRE oF STEAM GRADES OF ANTHRACITE 
WITH SEMI-BITUMINOUS IN STEAM PLANTS 
1. If the furnace equipment is designed for 

pea coal or larger sizes of anthracite, steam 

sizes of anthracite may be used by mixing a 

small amount of semi-bituminous coal with 

No. 1 buckwheat or smaller to act as a binder 

to hold the fire on the grates, and also to in- 

crease the calorific value. The amount neces- 
sary to bind the fuel varies from 5 to Io per 
cent. This mixture can be burned without 
smoke. Smaller sizes of anthracite may re- 
quire as much as 20 per cent of semi-bituminous. 

2. It is often advisable, when untrained 

firemen are handling these mixtures, to have a 

small pile of semi-bituminous on the boiler 

room floor where the men can get it to fill 
holes or thin spots that may develop in the fire. 

3. Proper mixing is most essential. It may 
be done either by delivering in wheelbarrow 
alternate and predetermined portions of the 
two kinds of coal, and then mixing by not 
less than two turn overs with a shovel before 
dumping in front of the furnace; or on a larger 
scale by a similar delivery of carload lots to 
the coal tipple. 

The second letter relates to the proper care 
of automatic sprinkler systems and reads as 
follows: 


AUTO- 


SHORTAGE TO 
SYSTEMS 


RELATION OF THE COAL 
MATIC SPRINKLER 

Many companies owning buildings equipped 
with sprinkler systems will have trouble in get- 
ting enough coal to properly heat the building 
or to keep the sprinkler system from freezing; 
thereby endangering the building and contents 
from fire, or the water from a leaking sprinkler 
system. 

If you find the above conditions to be the 
case in regard to any of your clients, you 
should immediately suggest to them that their 
sprinkler system be placed under the control of 
an improved dry pipe valve in order that the 
protection may be constant during the winter 
under supervision and subject to the approval 
of your rating association. 

You should go over their fire and sprinkler 
leakage policies and be sure that enough in- 
surance is being carried for their protection. 

Numerous freeze-ups occur in minor areas, 
such as hallways, attics, stair and elevator 
shafts, pent houses. portions out under the side- 
walks, and in small extensions where the pip- 
ing is exposed. Such areas should have imme- 
diate attention. The piping and valves can be 
thoroughly wrapped with hair felt, care being 
taken that the wrapping is so applied as not 
to interfere with the proper operation of the 
sprinklers. 

Records show that numerous tank equipments 
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BUILDING BOOMING 





Construction Considerably Ahead of 
September, 1921 


BELOW PREVIOUS MONTH 


This Year So Far Way Ahead of 192) 
Says F. W. Dodge Company 


Building contracts awarded during September 
in the twenty-seven Northeastern States (whic 
include about three-fourths of the total cop. 
struction in the country) amounted to $271. 
493,000, according to the F. W. Dodge Com. 
pany. This figure is 11 per cent greater thay 
that for September, 1921, and is the highest 
recorded September total. The seasonal ¢e. 
cline is still under way, last month’s construc. 
tion activity being 16 per cent under that of 
the preceding month. 

The year to date has broken many records, 
The total construction started during the firs 
nine months, which has amounted to $2,631,- 
365,000, is greater than the total for any entire 
year previous to 1922. On the nine month: 
basis this year is 51 per cent ahead of last year, 

Residential building showed a slight increase 
in September, amounting to $101,428,000, or 37 
per cent of the month’s total. Public works 
and utilities amounted to $50,379,000, or 19 per 
cent; business buildings, $45,907,000, or 17 per 
beth classes increases over 
August. Industrial buildings amounted to $26- 
384,000, or 10 per cent of the total; and educa- 
tional buildings, $21,213,000, or 8 per cent. 

Contemplated new work reported during the 
month amounted to $330,801,000. 

While the seasonal decline may be expected 
to continue, it is likely that the remainder of 
the year will show a volume of activity that is 
high in comparison with like periods of pre- 
vious years. 


cent; showing 


New ENGLAND 

New England building contracts in Septem 
ber amounted to $30,368,000, an increase of § 
per cent over the preceding month and of § 
per cent over the corresponding month of last 
vear. 

Construction started during the first mine 
months of this year has amounted to $259,552" 
o0c, an increase of 87 per cent over the corte: 
sponding period of last year. This nine month: 
total is 26 per cent greater than the amount for 
the entire year 1921. 

The September figures included: $12,125,000 
or 40 per cent for residential buildings; $9 
100,000, or 30 per cent, for business buildings: 
and a little over 2 million each, or 7 per cet! 
each, for industrial buildings, hospitals and it- 
stitutions, and public works and utilities. 


SS 





eo out of commission at the very beginning 0! 
the first cold snap, due to inadequate heating 
coils, both in the pressure-tank house and instd 
of the gravity tanks. Examinations of thes: 
should be urged at this time, and the installa: 
tion of additional heating coils, and that steal! 
piping, especially supply mains and returns, 
increased in capacity, that trouble may 
avoided this winter. 
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Contemplated new work reported during the 
month amounted to $29,890,000. 


“sy YORK STATE AND NorTHERN NEW JERSEY 

September building contracts in New York 
State and Northern New Jersey amounted to 
g(2,982,000, a decrease of 22 per cent from 
August and of 29 per cent from September, 
1921. 

The total amount of construction started 
during the first nine months of this year has 
been $700,516,C00, an increase of 56 per cent 
over the corresponding period of last year. 
This nine months’ total is greater than the total 
for any entire year previous to 1922. 

Last month’s figures included: $33,720,000, 
or 53 per cent, for residential buildings; $10,- 
&3,000, or 17 per cent, for business buildings; 
$6,073,000, or 10 per cent, for educational build- 
ings; and $4,681,000, or 7 per cent for public 
works and utilities. 

Contemplated new work reported during the 
month amounted to $83,169,000. 

MipptE ATLANTIC STATES 

Total building contracts awarded during Sep- 
tember in the Middle Atlantic States (Southern 
New Jersey, Eastern Pennsylvania, Delaware, 
Maryland, District of Columbia, Virginia and 
the Carolinas) amounted to $39,752,000. This 
was an increase of 10 per cent over August and 
of 17 per cent over September, 1921. 

During the first nine months of this year 
the total amount of construction started in this 
district has been $386,921,000, an increase of 
50 per cent over the first nine months of last 
year, and an increase of 9 per cent over last 
year’s total construction. , 

Included in last month’s figures were the fol- 
lowing items: $18,017,000, or 46 per cent, for 
residential buildings ; $7,471,000, or 19 per cent 
for public works and utilities; $5,355,000, or 
13 per cent, for business buildings; and $3,- 
750,000, or 9 per cent, for educational buildings. 

Centemplated new work reported during the 
month amounted to $38,008,000. 


PittspurGH DIstTRIct 
contracts in Western 
Ohio, Kentucky 


building 
West Virginia, 


September 
Pennsylvania, 
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tionally high figure of the preceding month, 
is an increase of 18 per cent over September, 
1921. 


During the first nine months of this year 
construction started in this district has 
amounted to $454,634,000, an increase of 37 per 
cent over the corresponding period of last year 
and of 8 per cent over the entire year 1921. 

Included in the September total were: $13,- 
327,500, or 28 per cent, for residential build- 
ings; $11,480,000, or 24 per cent, for public 
works and utilities ; $10,338,000, or 2I per cent, 
for industrial buildings; and $6,426,000, or 13 
per cent, for business buildings. 

Contemplated new work reported during the 
month amounted to $51,181,000. 


WEsT 

September building contracts in the Central 
West (illinois, Indiana, Iowa, Wisconsin, 
Michigan, Missouri, Eastern Kansas and a 
small portion of Nebraska) amounted to $85,- 
290,000, an increase of I per cent over August 
and of 47 per cent over September, 1921. 

The September figure brought the total for 
the first nine months of this year up to 
340,000, an increase of 53 per cent over the 
corresponding period of last year. Construc- 
tion started up to October 1 of this year has 
amounted to 19 per cent more than all the con- 
struction started in the year 1921. 

Included in last month’s figures were: $24,- 
469,000, or 29 per cent, for public works and 
utilities; $22,136,000, or 26 per cent, for resi- 
dential buildings; $12,378,000, or 14 per cent, 
for business buildings; and $8,702,000, or I0 
per cent, for industrial buildings. 

Contemplated new work reported during the 
month amounted to $115,822,000. 


THE CENTRAL 


$765,- 


Tue NorTHWEST 

September building contracts in Minnesota 
and the Dakotas amounted to $4,960,000,. which 
is 29 per cent under the previous month’s total, 
and the under September, 
192T. 

The total construction investment 
first nine months of this year has been $67,- 
401,000, which is 4 per cent ahead of the corre- 
sponding period of last year. 

Last month’s total included: 


same percentage 


during the 


$2,102,000, or 


597,000, or I2 per cent, for educational 
Me 
» Contemplated new work reported during the 


month amounted to $12,731,000. 


Can You Use More Dollars? 


If you can use some extra dollars in your 
business, govern yourself according to the fol- 
lowing suggestions and there should be no diffi- 
culty about a reasonable increase in your 
finances : 

1. Never take foolish or unnecessary risks. 
Tf you do you will get caught some day and 
people know it. . 

2. Analyze the use you are making of your 
time. If there is any waste time which should 
be producing cash returns, make that wastage 
pay you good money. You can do something 
with it if you will. Many a man has spent his 
spare time in study and made himself worth 
a lot more money. 

3. Spend less than you earn and never put 
yourself in a position where the other man can 
stick the hook into you. 

4. Be jealous of your good name and of the 
integrity of your character. There are always 
moneyed people who will back the right sort of 
an individual or advance cash for a likely 
proposition. 

5. Never speculate. Speculating and gam- 
bling are mighty closely allied. 

6. Examine yourself as to whether or not 
you have any talent or any special ability which 
could be turned to account and yet is being 
neglected at the present time. 

7. Aim to dress well and in good taste, but 
avoid the foolish waste of more garments than 
are needed. Many an individual squanders 
large sums of money in this way in a lifetime 
without realizing it. 

8. Avoid expensive hahits which you can- 
not afford. People who can spend money in 
suck ways without feeling it are only amused 
and contemptuous when they consider the small 
fry who hang on to the edge of their circle as 
a fringe and try to appear what they are not. 

9. Make it a point each year that your as- 
sets in money, health, and efficiency shall be 
greater than those of the year before. 

10. Don’t spend money until you are satis- 











and Tennessee amounted to $48,141,000. 42 per cent, for residential buildings; $1,775,- fied that you will get permanent value re- 
Although this is 44 per cent under the excep- 000, or 36 per cent, for business buildings; and ceived. 
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Agents wanted in open territory. 


It’s just around the corner. Be prepared to get your share. 63 


Excellent 


service and facilities make National Liberty policies easy to sell. 





Apply today. 





I 
: years of fair dealing. 53 millions in losses paid. 


NATIONAL LIBERTY INSURANCE CO. 





Rentand Rental Values 





Explosion and Riot 





Use and Occupancy 





Sprinkler Leakage 








lie Cash. Capital... < sx $1,000,000 
Policyholders’ ouene 3,785,733 
Premium Reserve. 6,553,104 
PSSOES) cove eiaiorn 51000 11,923,145 


OF AMERICA 


M. J. Averbeck, Chairman C. H. Coates, President 
Home Office, 709 Sixth PH... "New York City 
Western Dept., 207 North Michigan Blvd., Chicago 





a, a 
a 5 SR 


Tourist Bagzage 








= Marine 


‘*, 











ht oty at 





= a CS 
mn, se se 


a Ca) CS Ca 
‘coe seme sm sem" oe se, se se" se, os S's" SR 


st — hot a SS TS, CS) CS) CSC 
oh sm, sn", sm", se" sn" mn" SS eS NL 





27 











THE SPECTATOR 


FIRE AND CASUALTY SECTION 





| 


“OUR BONDS GUARANTEE INTEGRITY~ 


ALL CLASSES OF 


SURETY 
BONDS 


CASUALTY 
INSURANCE 





HEAD OFFICE : NEW YORK 








CHARLES H.HOLLAND 
PRESIDENT 























AGENTS KEY 
FIRE INSURANCE 


By Robert P. Barbour 


THIRD EDITION JUST ISSUED 
THOROUGHLY REVISED—GREATLY EN-= 
LARGED 


This valuable work contains a wealth of informa- 
tion for the agent. 

A new man entering the business can gain from it 
sufficient instruction to enable him to conduct his 
business intelligently, while the veteran can glean 
from its pages much to aid him in his work. 


THE AGENTS KEY TO FIRE INSURANCE 
contains 456 pages, and is handsomely bound 


Write for circular showing new information given in this new edition, 


PRICE, $3.50 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


We have on hand a limited number of copies of the old 1920 edition of 
The Agent’s Key to Fire Insurance, for sale at $2.50. Order promptly so 
that you can benefit by this Special Offer, good for a few days only. 





Thursday 





The First Supplement to the Handy Guide, 1999 


The first Supplement to The Handy Guide to Premium Rates Appli 
tions and Policies, 1922 edition, has been issued by The Spectator Ceaen = 
This supplement contains new policy forms and premium rates of we 
prominent companies, thus bringing The Handy Guide fully up to én” 

Copies of this supplement will be supplied to those subscribers to Th 
Handy Guide whose names appear on The Spectator Company’s books - 
35 cents each, while the price to non-subscribers will be 50 cents. The th: 
supplements to the 1922 edition of The Handy Guide will be furnished to 
subscribers to that book for $1. The Handy Guide, with this suppleme “ 
bound in, will be furnished for $4.35 for the plain edition and $4.70 for = 
thumb-indexed edition, sent postpaid on receipt of price. Orders should be 
addressed to : 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILuiam Street 
INSURANCE EXCHANGE NEW YORK 














If you can write Ordinary and _ Industria 
business in an exceptional field, under a pro. 
gressive live-wire manager, who controls fiye 
offices, all making exceptional records and 
incidentally green=backs, address (in strict 


confidence to you) Box 75, Ironton, Ohio. 





‘‘THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-known lifeinsurance 
company, has written a booklet of which the purpose is to demonstrate the desirability of capable mea 
adopting Life Insurance as an Avocation. 


STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 


Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15cents; 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $250.00, 


THE SPECTATOR COMPANY 
Chicago Office 135 William Street 
Insurance Exchange New York 


“SOUTHERN LIFE AND HEALTH INS. CO, 
‘“‘Oldest and Best’ 
Has openings for good debit men and business 


producers. 


P. O. BOX 884 BIRMINGHAM, ALA 








ACTUARIAL STUDIES 


waaay.’ No. 1. ‘‘SSOURCES AND CHARACTERISTICS OF THE PRIN.. 
IPAL MORTALITY TABLES.” Price $1.25 plus cost of delivery, 
Sealy. No. IV. ‘‘GRADUATION OF MORTALITY AND OTHER 
ABLES.”’’ Price $1.25 plus cost of delivery. 

These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 

Chapter on “‘ Disability Benefits’ (Study No. V.) is nearly complete and 
should be ready shortly. 

Good progress has also been made on the chapters ‘* Construction of 
Mortality Tables (No. II.) and ‘‘ Population Statistics’’ (No. III.). It will 
probably take several months to complete these for publication. 


THE SPECTATOR COMPANY 


CuicaGco OFFICE 135 Wri1aM STREET 
Insurance ExcuancE NEW YORK 





Ee 











The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 








E. M. Ammons, President B. M. Stackhouse, Sec’y- 





OG Fe ain 5 nek nsevwssannas $2,800,000. 00 
SURPLUS TO POLICY HOLDERS.. 350,000.00 
INSURANCE IN FORCE........... 15,250,000. 00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1921 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets.. $6,007,996.00 
ee ee 1,000,000.00 
re 554,375.00 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 














COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 








THE SPECTATOR 


FIRE AND CASUALTY SECTION 


The Needs of the Hour 


By E. D. Dunninc 
Regional Vice-President, The National Association of Insurance Agents 





The accompanying article is an ad- 
dress delivered at the recent annual 
meeting of the National Association of 
Insurance Agents. It is a plea for more 
education in the insurance agency busi- 
ness and may perhaps be a forerunner of 
some future policy of the association. 

—Enpitor’s Nore. 











When President Case, in a moment of mis- 
placed confidence, asked me to endeavor to 
hold your attention for a few minutes on the 
subject assigned, “The Needs of the Hour,” 
did he feel, I wonder, that the topic had so 
many pessibilities, it would be an easy one for 
a mere infant in National Association affairs. 
If that was his idea, I thank him for the con- 
sideration, but as my mind’s eye wandered over 
our business field and I visualized the many 
problems that face this great profession of 
ours, I realized that my time would not permit 
me to discuss them individually, nor would my 
inexperience enable me to suggest a remedy in 
each case, but, with the wild abandon usual 
to an idealist, I am going to suggest a panacea 
for all our ills. That is a medical term, and 
I do not know that the medical fraternity has 
ever discovered one that could be put into prac- 
tice, but our M. D. friends have, through the 
medium of accomplishment, prescribed for us 
a remedy for our utmost needs—they have pro- 
fessionalized their business. I have not studied 
the history of the medical profession, but I 
can recall many of the crude methods formerly 
used to lessen our physical sufferings and I 
do not need to recite the marvelous accom- 
plishments of recent generations of medical 
research. The witch doctor and medicine man 
of yesterday are the scientific physician and 
surgeon of to-day. 

Insurance men, we must pass through the 
same process of evolution. We have many 
witch doctors and medicine men in our ranks 
to-day, and until we have set and attained a 
professional standard in our business, we have 


little right to add the title of insuror to our 
commercial names. The value of a trademark 
is established by the quality of the commodity 
or commercial enterprise it represents, and un- 
til every member of our association and his 
asscciates can measure up to a certain stand- 
ard of qualifications, we are cheapening the 
value of our trademark. We must admit the 
relative infancy of the business we are con- 
ducting—many of the lines of insurance we 
write to-day are less than twenty years old 
and these, as well as the older lines, meet with 
so many changes from day to day, that if am 
insuror is inactive for one year, he is com- 
pletely out of training. We really have but a 
generation or two of veterans in our ranks and 
the phenomenal growth of the business has. 
from necessity, drafted a great-number of un- 
trained or semi-trained men into its forces— 
it is these men, who are daily representing us. 
through personal contact with the public, that 
we must provide for, it is their careers we 
must shape in developing a professional plane 
for our business. 

What creates a profession and the profes- 
sional man? A certain knowledge, attained by 
a period of training or apprenticeship. A final 
examination as to ultimate fitness and the stu- 
dent has become a professional man with a 
degree or title signifying his right to practice 
among his fellowmen. 

How many men in our business entered it 
in that way? So few that the number is 
negligible. And yet we are conducting one of 
the world’s largest business enterprises. The 
stability of banking and commercial credit is 
in our hands. Every indemnity contract we 
place is a rock of protection, if properly writ- 
ten, or a delusion if carelessly or unintelli- 
gently drafted. Our responsibility is so tre- 
mendous that is it any wonder that certain re- 
strictions, standards and qualifications are con- 
tinuously being set up for us by legislative 
methods—which, by the way, is the only sys- 
tem of control the insurance buying public 
has over us? That is all wrong. In the first 
place, the necessity should not exist and then, 


























INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘sAll Kinds of Insurance 
on Automobiles’’ 

















‘‘Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 700,000 

Surplus to Policy 
Holders....... 1,450,401 

Assets........... 3,509,765 











JOHN C. BARDWELL, President 
F. E. NORWINE, Vice-President 
WM. SCHROEDER, Vice-President 
R. WEYMEYER, Vice-President 
VICTOR J. MILLER, Secretary 
GEO. M. SEITZ, Asst. Secretary 
CHAS. W. DAVIS, Asst. Gen. Mgr. 
CLEM DECK, Asst. Treasurer 
R. A. TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 
Statement Dec. 31, 1921 


ASSETS 

Mortgage Loans............. $66,000 
BRNAS nonce Si ewiow ais soe an<s, HORS 
BECKS <i ec cic ceeesccv ces. SOLED 
ROSEN se dices Ne Sees Wb ke ya saa 28,875 
Agents Balances.............- 82,536 
Interest Accrued............. 16,748 
Giher Assets.....<..<ssee.s sss, ©2208 

$1,002,702 

LIABILITIES 
Unearned Prem. Reserve...... $482,147 
Unadjusted Losses............ 111,181 
Stner Liabiltties............... 81,579 
Capital Stock...$200,000.00 
Net Surplus.... 177,845.00 

Surplus to Policyholders....... 377,845 

$1,002,702 

Results Since January 1, 1922 

Increase in Assets............ $66,309 
Increase in Reserve........... 103,07] 
Decrease in surplus........... 66,949 
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legislative purpose and political intent have 
such a way of becoming entangled, that the real 
objective is seldom gained. We should conduct 
our business so that a minimum amount of con- 
trolling legislation is necessary. We _ should 
set up our own standard of qualifications and 
business conduct, and if we carry them through 
the need of legislation will be forgotten. I 
have never been able to look with complete 
favor upon the so-called Agency Qualification 
Law. In the first place, I deplore the neces- 
sity of it aNd in the second place, I believe 
it is no more practical to legislate a qualifica- 
tion code into the American Agency system 
than it has been to enforce Volstead prohibition 
upon the American public. By that I mean 
that the influence to develop a higher degree 
of professional attainment and the standards 
under which we shall enter and conduct the 
business, should and must come from within 
our own ranks, to be most effective. If it is 
bred into us, it will be a natural development. 
If it is grafted on to us, it will always be an 
abnormal growth. Anyhow, gentlemen, aren’t 
we men enough to analyze ourselves, our busi- 
ness, our responsibilities to the public and set 
up a proper standard of operation, and then 
live up to it every day of our careers? 

I do not wish to be understood as being un- 
friendly to the fully appreciated co-operation 
that has been given us by Commissioner Donald- 
son, and other public officials, in solving this 
question. We needed some such outside in- 
fluence to awaken us to our responsibilities, 
and by his plan of using insurance men on 
supervisory boards to pass upon the qualifica- 
tions of applicants for license, he indicates, I 
think, his impression as to where the respon- 
sibility should be, and if he is confident that 
one isurance man can conscientiously pass 
upon the qualifications of another, he must 
have a secret feeling that most of us will 
honestly apply the same code to ourselves. But, 
all qualification laws that have been offered to 
date have more to do with moral and ethical 
requirements than with professional standards, 
and if we are going to control this process of 
elevation ourselves, we must add a new para- 
graph to our code which will require knowl- 
edge of or an apprenticeship in our business 
before the applicant is qualified to go before 
the public as an insuror. Others will not see 
us as professionals unless we convince them 
that we have, and actually do have, particular 
specialized knowledge of our business. 

Before a recent State convention, I ad- 
vocated the plan of requiring one-year appren- 
ticeship in an established agency before a 
license is granted. What would be the result? 
Irresponsible brokers and solicitors who do 
more to prejudice our business in the eyes of 
the public than any other source would be 
eliminated. An agency would be composed of 
insurors with a degree; not a mere license to 
prey for commissions. Apprentices could carry 
on the detail work of the agency during the 
period of preparation and would finally go 
forth to sell insurance by knowledge, not by 
misapprehension. The assured would consult 
with and buy his insurance from a qualified 
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insuror with the same confidence in the Dro- 
fessicn that he holds for his banker or attor. 
ney. And, incidentally, with how much More 
confidence could companies do business With 
such an agency system and how much greater 
power and authority could be vested in the 
agency. 

Later I gave consideration to the idea of 
training schools for new entrants to the busi. 
ness and also for many of us who have been 
in long enough to realize. how little we really 
know about it. In the cities of sufficient size 
the cost to the representative agencies would 
be comparatively small to conduct such courses, 
as much of the teaching talent could be secured 
from agency department managers, supple. 
mented by home office officials who always wel. 
come an opportunity to display their superior 
That led me to another thought, 
Many companies are now conducting training 
schools for special agents who are sent forth 
to instruct and work with the local agency, 
and who would be more interested in this 
educational movement than the home offices, 
If a constructive plan of nation-wide loca! 
agency education could be presented to the com- 
panies to-day, I will guarantee it would have 
their hearty and cordiai support. Such a plan 
would have to be co-ordinated through some 
central agency. And what greater work could 
the National Association of Insurance Agents 
do for the local agents of the country than 
to sponsor a comprehensive plan of agency 
education in collaboration with the companies? 
It is time for the National Association to u- 
dertake some form of constructive, educational 
work for its members in addition to the general 
welfare work which it has so successfully car- 
ried on these many years. If such a plan were 
offered to the members of this organization, 
can you imagine where its membership num- 
t 
f 


knowledge. 


vers would go? 

Then there is another element we need in 
this Utopian plan—the insurance press, and if 
I were, at this moment, to ask our friends, the 
members of the press, whether they would 
join us in a practical plan of agency educa- 
tion, I know we would get a hearty response, 
for they have been the forefathers of such a 
plan in their own columns. And right here, 
let us use a stiggestion recently made by S. H. 
Kellar, a local agent of Missouri. Hundreds 
of thousands of dollars are spent each year by 
the companies in the advertising columns 0! 
ihe insurance press for a class of display ad: 
vertising that could well be replaced by 1m 
structive, educational matter, all part of out 
carefully developed plan. Understand, we ate 
not going to buy less space in the press, prob- 
ably more, and I am not detracting from the 
valuc of your space for advertising purposes 
but it is worth more to us, the agents, for 
educational purposes, although perhaps ™ 
more to the fellow who pays for it. 


Co- PARTNERS 
It is undeniable that companies and agents 
are co-partners in every sense of the <— 
we are jointly operating a business with edt 
responsibility to the public where we serve. 
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érmly advocate closer and more harmonious 

relations between these partners and believe 

many of the problems that confront us both 

iy the field could be solved or eliminated by a 

hetter co-ordination of working interests. 

in this development of the professional in- 
qirance man we must not forget that we need 
manhood and good citizenship to build upon. 

It is not necessary to preach character or busi- 

ness ethics to this audience, but citizenship can 

ie advocated anywhere and consists of best 
erving our fellowmen, our community and our 
comntry. We should engage in every worth- 
while activity whether it concerns insurance 
or not and, coincident with our business, preach 
and promote fire and accident prevention. Re- 
ducing fire waste and human suffering will not 

likewise reduce premium income but will be a 
humanitarian work that is a stepping stone to 
the professionalism we are seeking: and re- 
duction in losses means reduction in rates, and 
as the cost of insurance is reduced, that much 
more will the public invest in our business. Our 
individual efforts in this respect may seem small, 
hut the cumulative results of thousands and 
thousands of services rendered over a period 
of years will have a mighty effect in reducing 
the loss of life, limb and property throughout 
the land. Our influence should be felt in every 
local Chamber of Commerce; in the Rotary, 
Kiwanis and Lions’ clubs, or any commercial 
or civic organization that has for its ideals 
higher citizenship, more cordial fellowship, 
better and safer living conditions. At our re- 
cent Minnesota State meeting, the secretary of 
tke Duluth Chamber of Commerce told us that 
the chairmen of three of the most important 
subdivisions of the chamber’s activities were 
insurance men, and judging from their accom- 
plishments, the entire operation of the cham- 
ber might well be placed with members of the 
insurance profession. That is the reputation 
the insurance man should have in every com- 
munity. Do not overlook your recreational 
clubs or the great out-of-doors. Your brain 
will wear out just as fast as the body. Dollars 
and business are not lost through recreation. 
The men with the greatest incomes in our busi- 
ness, or any other, make part of it while they 
play 

Be friendly with your competitors, for while 
competition is the stimulating lifeblood of 
business, competition need not exist in the un- 
friendly sense of the word. The local board 
is the great stabilizing factor in creating good 
fellowship, mutual understanding and friendly 
competition and, once that is established, there 
will be plenty of business to go around, and 
friendliness with it. 

Having mentioned the focal board, let us 
pause for a moment and appreciate its strong 
influence in developing this professional insur- 
ance man of ours. No one local insuror can 
carry the entire burden of this process of evolu- 
ton; for while his good influence will be recog- 
nized by the public, it will but accentuate the 
Pesition of the others. This movement calls 
for the organized effort of every insurance 
man in a community, and no locality is too small 
to crganize. A local board of five enthusiastic, 
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carnest workers is a better working unit than 
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FIRE AND CASUALTY SECTION 


a larger organization and, comparatively speak- 
ing, its influence is just as great, and when the 
insuror has grasped the value of local trade or- 
ganization, his vision will broaden; he will find 
that problems which he has considered to be 
Joca] in nature are statewide and nationwide 
and he naturally broadens his activities by at- 
his local unit to the State association 
and the parent organization; and once the in- 
surance man lifts his eyes beyond the four 
walls of his own office and lends his hand to 
the general welfare of the business, he ceases 
to be the ordinary local agent and has stepped 
into the class of professional insuror. 


taching 


A National Riddle 

A prominent insurance man was commenting 
the other day on the fact that, although there 
are more than 30,000,000 stock company fire in- 
surance policies now in force in the United 
States, the general public is sadly unfamiliar 
with the provisions of its insurance contracts, 
says the National Board of Fire Underwriters. 
He further said: 

Take the co-insurance clause, for example. 
Many people consider it as big a riddle as the 
Sphinx, yet it can be readily explained. 

Co-insurance really means co-operation in 
carrying a risk and always refers to some per- 
centage of the insured value. Usually the 
amcunt is 80 per cent, for this has been found, 


by experience, to meet the requirements of 


safety under average conditions. This does not 
signify, however, that an owner insuring for 
80 per cent of the value of his property carries 
20 per cent of the liability, but that, on this 
basis, his property will be fully protected to 
the amount of the insurance. If an owner in- 
sures for 100 per cent he secures a lower pre- 
mium rate. 

Insurance companies base their rates upon the 
expectation of losses being partial and not 
total. Where an owner carries less than 80 
per cent fire insurance, he must share the loss 
with the insuring company; otherwise he will 
be taking advantage of fellow property owners 
who insure for this necessary average valuation. 
As a matter of fact, each assured gets what he 
pays for. 

This is the way the co-insurance clause works 
out in actual practice: Suppose, for example, 
that ‘‘A” insures his house, worth $100,000, for 
$80,000, or 8o per cent, paying a premium of 
$800; he has a loss of $30,000, which is paid in 
full by the insuring company. “B”, on the 
other hand, insures his $100,000 dwelling for 
only $40,000, or 40 per cent, and pays a premium 
of $400. He has a fire which causes destruc- 
tion placed at $30,000, of which the insuring 
company is liable for one-half, or $15,000. If 
“B” had paid 80 per cent coverage, he would 
have been reimbursed in full. 

To sum @p the proposition in a few words— 
where insurance is carried equal to, or in ex- 
cess of, 80 per cent of the property, the 80 per 
cent clause has no effect and is disregarded in 
making the adjustment of either a partial or a 
total property loss. Where less than 80 per cent 
insurance is carried, a total loss is paid in full 
up to the face of the policy. 
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A CONSTRUCTIVE SERVICE 


“T feel that your service is really the first con- 
structive step toward standardization of the pro- 
cedure in making and marketing of Farm Mort- 
gages,” writes an official of a Middle Western 


We feel sure that a trial of our policies with their 
profit-saving features will convince you of the 
soundness of his judgment. 


We insure titles anywhere in the United States. 


Ask for our Special Booklet T. S. 


ar NEW YORK 
TITLE AND MORTGAGE 


COMPANY 


135 Broadway, New York 
Capital, Surplus and Undivided Profits more than 


American Trust Company 


$7,000,000 
Affiliated with the 

















“SECURE AS THE BEDROCK OF NEW YORK” 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


HOME OFFICE: 


25 CHURCH STREET 
NEW YORK 





CHICAGO 
Insurance Exchange Building 


PHILADELPHIA 
Lincoln Building 


NEWARK 


Globe Building 
Washington Street 


SAN FRANCISCO 
Insurance Exchange Building 





SERVICE 


(Company Officer on ’phone) 
“Can you look into a matter for us on the 
Pacific Coast?’ 


(Reply) ‘‘Yes Sir.” 
(Company Officer) ‘‘How soon?’’ 
(Reply) ‘‘Tomorrow.” 


Arrangements made and work started 
following day. 


(Another Company Officer—late Friday 
evening) 

“Have an important matter to be taken up 
in Pittsburgh. Can you send eight men out 


there Sunday night?” 
(Reply) ‘‘Yes Sir.” 


This engagement was also closed and the 
men were on the job as arranged. 

We are prepared to furnish service on 
short notice in any part of the United States 
or Canada. 


JOSEPH FROGGATT, President 
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WILLIAM ALEXANDER’S 
EDUCATIONAL SERIES 


ON LIFE INSURANCE 


What Life Insurance Is and What It Does 
A preliminary text book, or primer, deal- 
ing with the fundamental principles op 
which all sound life insurance rests, 
Price $1.50 
How To Sell Insurance 
The chief aim of this book, as the title ip. 
dicates, is to teach tlie inexperienced agent 
how to do his work, and build up a re- 
munerative business. While it is intend- 
ed primarily for the new agent, it embodies 
a great deal of instruction that ought to be 
of value to the agent of experience. It 
will also be useful to those who are en- 
gaged in the work of training inexperi- 
enced agents. Price $2.00 


The Prosperous Agent 
This little book is for the guidance of ex- 
perienced and inexperienced agents alike. 
It gives a catalogue of the characteristics 
—the mental equipment —of the success- 
ful business man, and tells how these 
qualifications can be utilized to the great- 
est advantage by the insurance salesman. 
The instrument with which the agent does 
his work is his own mind. The material 
on which he uses this delicate instrument 
is the mind of another person. It is all 
important, therefore, that he should know 
exactly how to utilize his mental equip- 
ment. Price, paper cover $1.00 
Red cloth $1.50 
The Art of Insurance Salesmanship 


This volume takes up the instruction of 
the agent where the second volume of this 
series stops. It contains more advanced 
instruction, and one of its aims is to stimu- 
late the thought, fire the imagination, 
broaden the vision, and thus increase the 
efficiency of experienced agents. Price $2.00 
One Hundred Ways of. Canvassing. 
(IN PRESS) 

This concluding volume describes many 
ways of soliciting life insurance and in- 
cludes a number of canvassing plans con- 
tributed by experienced field men, with 
the author’s comments on these plans. 
(Now in preparation.) 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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The Columbian National 
Life Insurance Company 


Boston, Massachusetts 


ARTHUR E. CHILDS, President 


Issues the best forms of policies of 
Life, Accident and Health Insurance 


Our Complete Protection Combination 
is the ideal form of insurance coverage 























1922 
Edition 
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Estimators’ Handbook 


By William Arthur 


Contains information for prepara- 
tion ofestimates based on actual pres- 
: ent-day conditions. No agent, bro- 
ker, inspector or adjuster should be without this valuable building 
cost finder. Over 1000 pages in flexible binding, pocket size. 


Price $6.00 


THE SPECTATOR COMPANY 
CHICAGO & Selling Agents NEW YORK 













[lite Groat Ainerican)Turtinall & Recard Brea 
Dp SY ARVAlacyy Vf 
Jinclemmnity ‘ Company joieen mele 
i . cae for The Great 
: Se, American. The 
zr general busi- 
ness depression 
which has 
swept the coun- 
try has not af- 
fected Great 
American busi- 






MANSFIELD, OHIO 
Ohio’s Largest and Strongest ness. It was 


Automobile Insurance Company never better. 














State Mutual Life Assurance Co. 
of Worcester, Massachusetts 


INCORPORATED 1844 





Has shown steady and consistent growth. 


Is progressive in every detail which is for the benefit ofeits policyholders and their bene- 
ficiaries. 

A Home Office organization trained to render efficient service to policyholders and field 
force. 


An agency organization that is capable, and loyal, happy in the knowledge that the 
protection and service furnished by its activities are unexcelled. 


B. H. Wright, President D. W. Carter, Secretary 
Stephen Ireland, Superintendent of Agencies. 


UBLICATIONS OF C. & E. LAYTON. 


The undersigned are sole agents in the United States for the old established 
publishing house of Charles & Edwin Layton of London, England, whose long list of 
publications on fire, life, marine and other branches of insurance embrace the most 
valuable and standard treatises on these subjects. 

SEND TEN CBNT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET. NEW YORK 








Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 
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Write for information relative to open territory. Have two 
. ae agencies with business established where change is 
t-} ‘ed. 























Technology of Fire Insurance 
AND GUIDE TO 


FIRE INSURANCE SURVEYING 


By John Howard-Blood 


Anew, comprehensive English work of over 600 pages, treating 
in much detail and with numerous illustrations 
PLANS AND PLAN DRAWING FIRE DETECTION AND EXTINCTION 


REPORTS OF SURVEYS CHEMISTRY OF COMBUSTION 
BUILDING CONSTRUCTION VALUATION, APPRAISEMENT AND AS- 


ARTIFICIAL LIGHTING SESSING 
ARTIFICIAL HEATING AND DRYING bie hy FORMULAE AND GENERAL 


POWER GENERATION AND TRANS- 
MISSION 


This work contains a vast fund of information, under many 
sub-divisions, concerning matters of 


' PRACTICAL INTEREST TO UNDERWRITERS AND 


INSPECTORS 
Price, cloth binding, $9.50 per copy 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














New England Mutual Life Insurance Co. 


Boston, Massachusetts 


New Insurance Paid=for, 1921, $82,072,020 
Gain in Insurance=in=Force . 48,641,846 
Total Insurance=in=Force . . 609,415,082 


New England Agents Write Persistent Business 





























WANTED 


Experienced Agency Manager of Ordinary De- 
partment by Southern Life Insurance Company 
that operates in twenty States. 


Address ‘‘Ordinary’ care of THE SPECTATOR, 
P. O. Box 1117, New York. 
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LE ROY, OHIO 


UPS ETC, CSL Ras es oe ee ee $284,741.84 
Reserve Unearned Premiums .................... 3,561,898 .82 
ROD OT MO MMB 585 2 ie ata leicis wis Sinibin sn giaereeexestoomts 66,904 .50 
8,314.83 


OHIO FARMERS INSURANCE COMPANY 


STATEMENT DECEMBER 31, 1921 
NEW YORK BASIS 











Organized 1848 












Reserve Emergencies ............... $ 125,000.00 
ING EHSL ENIG sa .co:scayo ssater over teece sy cvacstosaees 1,043,141 .37 









Surplus to Policyholders \..5:<:4.5:.c.<:acieos ee essere $1,168, 141.37 





Admitted Aesets: oo... Sos0s Scene deen 




















THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 











comes to the Agent armed with perseverance and equipped with low rate, profit bearing, proteg fe ; 
policies. an ; ‘ : 
The Great-West Life is the most successful Insurance Company in Canada simply because its 
cient and economical management, high interest earnings and low death rate enable it to offer go 
and attract ive policies wherewith to equipits Agents. = : . 

We have attractive agency propositions in various territories. If interested write— 


THE GREAT-WEST LIFE ASSURANCE COMPANY 

Head Office 

WINNIPEG CANAD 
EXCELLENT OPPORTUNITY 

for Reliable, Energetic men to represent us in the states 
Illinois and Missouri with direct Home Office contracts. Libera 
policies. 


CAPITOL LIFE INSURANCE COMPANY | 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORAD( 


Deiat 






























Three Essentials of Salesmanship 


By E. M. Freudenberger 


A leaflet which points out how salesmanship may be assisted 
by giving attention to the three features which are accentuated 


in this 
“KEY TO PRODUCTION”’ 
PRICES: 
Single copy 15 cents, 
de es $2.50 1,000 copies......... $25.00 
je 4.00 5,000 copies.......... 100.00 
nn de. ee 15.00 10,000 copies.......... 180.00 


THE SPECTATOR COMPANY 


Cuicaco OFFICE 135 Wimu1am STREET 





YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 














Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 




















WE WANT AGENTS 


Insurance Exchange NEW YORK 
to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


ad “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa 








GENERAL CASUALTY 
and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETYCO, 


4 ELMER H. DEARTH, President 
606 Woodward Ave., Cor. Congress Detroit, Mich. 
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INTERNATIONAL LIFE OF ST. LOUS. 
SHARES PROFITS 
WITH ITS AGENCY ORGANIZATION: 


That spells a whole volume in a connection with a7 
company broadly known for establishing new world | 
records for growth and prosperity. Just write the 
home office for a bill of particulars about the Inter) 
national Life plan for distributing among its leading) 
agents a share of the profits, based on the high char- 
acter and persistence of insurance written—that is, 
send your inquiry if you write business of high chat- 
acter and persistence. The International Life profit 
sharing plan is now reinforced by two years of pracy 
tical and successful demonstration. It is an exclusive) 
International Life feature and as such modern and 
all that it ought to be. j 


INTERNATIONAL LIFE INS. COs 
ST. LOUIS Mo, 
‘A World of Strength’”’ 
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THE PRESIDENT AND HIS CABINET 
ON LIFE INSURANCE 


| PORTRAITS AND OPINIONS OF TWELVE 
LEADING STATESMEN 


A Most Valuable and Convincing Leaflet 
Containing 
Strong, Unequivoca!l Endorsements 
of Life Insurance Protection 


Sold in quantities to Companies and General Agents 
as follows: 
PRICES: 
100 copies..........$4.50 1000 copies. .... ..$30.00 
500 copies..........18.00 5000 copies ......120.00 
10,000 copies......$225.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 


KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 




















| Incorporated in 1862 in the Commonwealth of Massachusetts 








Named JOHN HANCOCK in honor of the first Governor of 
| Massachusetts, and first signer of the Declaration of Independence. 

In 60 years it has grown to be the largest fiduciary institution in 
| New England. 

Policies made secure by reserves maintained on the highest stand- 
- ard with an adequate Contingent Fund providing protection against 

allemergencies. Total Assets, $239,693,000; Policyholders’ Reserves 

; andall Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 

Policy contracts include all equities and options. 

Business done through agents. Information and advice on any 
| matter relating to life insurance are available at any time through 
| the Agencies or Home Office of this Company. 


Seal 
SMOTWAL 
[FE INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 


PROSPECTS 


We are giving them to our salesmen at the 
rate of 


40,000 PER YEAR 


We Help Our Salesmen 


BANKERS LIFE COMPANY 


DES MOINES 


Established 1879 George Kuhns, Pres. 











GEORGE WASHINGTON LIFE INSURANCE CO. 
Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 
Address 
ERNEST C. MILATR, 
Vice-President and Secretary 
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RACTIVE PURE LIFE 
TRACT le INSURANCE 
OF Aaa PROTECTION 


HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 62nd Annual Report Shows: 
Premiums received during the year 1921 $6,990,547 
Payments to Policyholders and their beneficiaries in Death 

Claims, Endowments, Dividends, Etc 
Amount Added to the Insurance Reserve Funds 
Net Interest Income from Investment 

($642,638 in excess of the amount required to maintain the 

reserve) 

Actual mortality experience 53.44% of the amount expected. 
Insurance in Force $223,116,887 
Admitted Assets 43,222,328 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
256 BROADWAY NEW YORK 
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A VALUABLE SET OF ACTUARIAL BOOKS 


ILLINOIS ILUNOIS 
STANDARD STANDARD 
TABLES TABLES 
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SPECTATOR SPECTATOR SPECTATOR 
COMPANY COMPANY COMPANY 


COMPLETE SET NOW AVAILABLE 


Illinois Standard Tables 





NET PREMIUMS, TERMINAL RESERVES, 
MEAN RESERVES, AND COST OF INSURANCE 


Modified Preliminary Term, Illinois Standard 
American Experience Three and 


One-Half Per Cent 


TABLES FOR: 


Life and Limited-Payment Life, Eleven Plans 
Endowments for Stated Periods, Seven Plans 
Limited-Payment Endowments for Periods, Fifteen Plans 
Endowments at Stated Ages, Six Plans 
Limited-Payment Endowments at Ages, Eighteen Plans 


IN THREE VOLUMES 
EACH VOLUME COMPLETE IN ITSELF 


Volume I. Net Premiums and Terminal Reserves. 
Volume ITI. Mean Reserves. 


LESSER ECE: eC OO EEE REECE! 











Volume III. Cost of Insurance. 
Single Volume Set of Three 
es Computed by as eae 


$25.00 FACKLER & FACKLER $60.00 


Consulting Actuaries 
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